ynS. 


MINNESOTA MUTUAL 


Ranks with the biggest and best on 
the six fundamental measures. For 
instance, take comparison of 


NET SURPLUS ratio to NET LIABILI- 
TIES 


Average of 25 largest companies 


MINNESOTA MUTUAL 1936 


WE OFFER: 


. A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


OOP NAM AWN — 


Policies for every purpose: Regular—Juve- 
nile—Women—Group—Payroll Savings, 
etc. 

10. Low Monthly Premiums. 


A $200,000,000.00 Mutual Company, 57 years old, with an 
understanding, cooperative Home Office. 


This is the third of six statements of FACT about the Minne- - 
sota Mutual. If you want them all at once, write us for our 


booklet, "FACTS." 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA | 


* Latest available data 
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Actuary Has Busy 
Period in Store 


Many Expect to Attend Three 
Conventions from May 
20-28 


CHICAGO, N. Y. PARLEYS 


American Institute Program Given — 
Preceded by Actuarial Society and 
Home Office Underwriters Meetings 


Many of the actuaries will be attend- 
ing convention sessions almost continu- 
ously from May 20 to May 28. The Ac- 
tuarial Society of America, the senior 
organization, has its annual meeting in 
New York City May 20-21. A good 
many who attend that session will then 
journey to Chicago for the meeting of 
the Home Office Life Underwriters As- 
sociation May 24-26 and will remain in 
the city for the annual meeting of the 
American Institute of Actuaries May 
27-28. 

M. A. Linton, president Provident 
Mutual Life, is president of the Actu- 
arial Society. R. G. McCankie, Equita- 
ble Life of Iowa, will complete his sec- 
ond term as president of the American 
Institute of Actuaries at the Chicago 
meeting. A new president will be 
elected. The two vice-presidents are 
V. R. Smith, Confederation Life, and 
H. H. Jackson, National Life of Ver- 
mont. The American Institute has got- 
ten away from the custom of auto- 
matically electing president one who has 
served as vice-president. so it is not cer- 
tain that the selection will lie with either 
Mr. Smith or Mr. Jackson. 


Institute Program 


The program for the American Insti- 
tute meeting has now been completed. 
As usual, sessions will be held the morn- 
ing and afternoon of the first day and 
the morning of the second. The first 
session is usually consumed by the 
president’s address, presentation of new 
papers and discussion of papers pre- 
sented at the previous meeting. Then 
the next two sessions are devoted to in- 
formal discussion on topics selected by 
the program conamittee. 

These are the topics for informal dis- 
cussion: 

I. Investment practice. 

(1) What are some of the recent de- 
velopments in the underwriting of 
the various types of mortgage loans 
and in the appraisal of real estate? 
(2) What studies have been made 
on the initial and subsequent ex- 
penses involved for mortgage invest- 
ments? How do these expense rates 
compare with those for other types 
of investments? What effect do the 
expense rates for the different 
classes of investments have on the 
corresponding earned net rates of 
interest, 
(3) a. What policy is being fol- 
lowed with respect to non-re- 
(CONTINUED ON PAGE 19) 








Klaborate Preparations 
for Insurance Week 





A series of special events will mark 
the fifth annual Life Insurance Week 
program, May 17-22 inclusive, accord- 
ing to George L. Hunt, vice-president 
New England Mutual Life, chairman of 
the executive committee for Life Insur- 
ance Week. 

Business, educational and social affairs 
have been calendared throughout the 
United States by the associations of life 
underwriters, local agencies and individ- 
ual companies to take place simultane- 
ously with the national program jointly 
sponsored by more than 130 leading 
companies. National advertising and 
public information activities are under 
the direction of C. T. Steven, advertis- 
ing manager Phoenix Mutual Life. 


Arrange for Broadcasts 


In addition to the national institu- 
tional advertising campaign appearing in 
734 daily newspapers in 401 cities, there 
will be a series of national as well as 
local broadcasts and a letter-writing con- 
test for high school and _ secondary 
school students. The latter, known as 
“The Roll Call of American Youth,” 
offers cash prizes totaling $1,525 and is 
being sponsored by the National Asso- 
ciation of Life Underwriters. 

T. H. Beck, president Crowell Pub- 
lishing Company, and Miss Lena Made- 
sin Phillips, associate editor “Pictorial 
Review,” will broadcast national mes- 
sages on life insurance. Mr. Beck will 
speak May 17th from 6:35 to 6:45 p. m., 
eastern daylight savings time over NBC 
facilities through WEAF and the red 
network. Miss Phillips will broadcast 
over the Columbia system May 19 from 
4:15 to 4:30 p. m., eastern daylight sav- 
ings time. 


HORNER LAUDS PROGRAM 


SPRINGFIELD, ILL. May 13.— 
Governor Henry Horner this week 
called attention of Illinois residents to 
Life Insurance Week, beginning Mon- 
day, declaring an intensive educational 
program on the values of life insurance 
“should be of great assistance in accom- 
plishing a higher degree of social and 
economic betterment in our state.’ He 
pointed out that besides providing a vo- 
cation and livelihood to thousands of 
persons serving 377 companies, it re- 
turned approximately $227,500,000 to 
beneficiaries in Illinois in the last cal- 
endar year. 

Governor Horner’s 
ment follows: 

“Life insurance is considered a neces- 
sity in practically every household that 
is able to possess it and has become 
so interwoven with our social and eco- 
nomic life that further to educate the 
people of Illinois in its principles and 
values will redound to the benefit of 
every community in Illinois. 

“The people of Illinois in the year 
ending December 31, 1936, have been 
served by 377 companies authorized to 
transact the business of life insurance 
in this state, said organizations having 
received approximately $375,000,000 in 
premiums to maintain approximately 
$9,250,000,000 insurance in force. 


complete  state- 





“Approximately $227,500,000 was re- 
turned to beneficiaries by life insurance 
companies to the people of Illinois in 
the last calendar year. 

“Tt has offered a vocation and liveli- 
hood to many by the employment of 
thousands of persons as agents, brokers 
and company employes. 

“An intensive educational program on 
the values of life insurance, giving a 
more common understanding of its ob- 
jects and advantages, should be of great 
assistance in accomplishing a higher de- 
gree of social and economic betterment 
in our state.” 


NEW YORK BREAKFAST RALLY 


The New York City Life Underwrit- 
ers Association will get life insurance 
week off to a flying start with an “early 
bird” breakfast Monday morning at 
8:15 at the Hotel Astor. Speakers will 
include Vice-president J. C. Behan of 
the Massachusetts Mutual Life, Super- 
intendent Pink of New York and Eliza- 
beth Fraser, author of magazine articles 
on life insurance. Immediately after the 
breakfast there will be a showing at the 
Criterion theater of the film based on 
the book, “Years Are So Long,” which 
poignantly stresses the necessity of peo- 
ple providing income for their old age. 


Day in Charge of Denver 
Managers’ Section Program 





Carroll C. Day, Oklahoma City gen- 
eral agent Pacific Mutual Life, has 
been named chairman of the program 
committee of the managers’ section 
meeting of the National Association of 
Life Underwriters convention in Den- 
ver Aug. 24, Chairman O. Sam Cum- 
mings of the general agents’ and man- 
agers’ section, has announced. 

Those at the Boston convention last 
year have been asked to submit data 
regarding size and type of their agen- 
cies so that the Denver program might 
be planned with the needs of the aver- 
age agency in mind. 








Special Reprint Leaflet 
on Life Payment Figures 





A special “What Life Insurance 
Is Doing for You and Its 65 Mil- 
lion Policyholders” leaflet has 
been prepared giving the facts and 
figures from Page 3 of the Life 
Payments Number which is being 
sent all subscribers this week. The 
leaflet has four 314x514 inch pages 
and can be inserted in premium 
notices and used for general dis- 
tribution to policyholders and 
prospects. Prices are $10 for the 
first 1,000 and $5 per additional 
1,000. Minimum order $5 for 500, 
cash with order. Address orders 
to The National Underwriter, 175 
_ Jackson boulevard, Chicago, 














Price Revolt Held 
Bar to Inflation 


Economist L. D. Edie in U. S. 
Chamber of Commerce Talk, 
Scores Alarmists 


CONTROLS ARE ADEQUATE 


Those Who Call Runaway Rise Inevi- 
table Have Poor Forecasting 
Record, He Notes 


Inflation controls are adequate to pre- 
vent a runaway inflation of commodity 
prices and that type of inflation is a dis- 
tinct improbability, according to Dr. 
Lionel D. Edie, economist, who han- 
dled this subject at a round table discus- 
sion at the recent annual meeting of the 
Chamber of Commerce of the United 
States. Commenting on the wide range 
of definitions as to just what constitutes 
inflation, Dr. Edie said that whatever 


the definition may have been, people 
have been scared about inflation, and 
more so in the United States than in 
Great Britain or any other part of the 
world. 

People in this country have worked 
themselves up to a state of perfectly hys- 
terical emotional fear at times on the 
subject ot inflation and many people 
have felt perfectly free to utter a very 
dogmatic and arbitrary opinion about 
what is going to happen, he said. That 
opinion is that wild inflation is “inevi- 
table” in this country. 


Poor Record at Forecasting 


“The record of telling what is inev- 
itable in the trend of commodity prices 
is not one of which anybody can be very 
proud,” he continued. “Therefore when 
people today say to me that something 
is inevitable two or three years from 
now in the field of commodity prices, I 
shake my head in cynical skepticism and 
I ask myself, how can anybody be so 
sure of what is going to happen two or 
three years ahead of time?” 

After noting various indications to the 
effect that price levels have reached a 
plateau, Dr. Edie said that while we 
often think of ourselves today as living 
under a regime of managed currency 
where the managers of the currency are 
free to do anything they please, as a 
matter of fact the life of a manager of 
currency is by no means a life of free- 
dom to do as he pleases. 


Must Bow to Public Opinion 


“He is a servant of public opinion,” 
the speaker pointed out. “In 1933 when 
we went off the gold standard, when we 
passed the Thomas amendment, when 
we changed the price of gold and later 
when we defined the dollar, all of those 
steps were taken under the pressure of 
strong public opinion, coming up from 
the agricultural sections, from the farm 
bloc, from laborers who wanted to see 
their wages higher, and from the debtor 
(CONTINUED ON PAGE 18) 
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ASSETS ARE ANALYZED 





Unique Manual Digest’s Breakdown Given For 170 Companies 








MORTGAGE LOANS 



















































































State Policy 
Count Farm 
Gross Assets Municipal Lopes 
66,602,697 296,565 203,542 17,261,733 
rae cos (26%) 
560,442,519 45, 281,409 25,777,987 69,853, 36: 
(8%) (5%) (12%) 
Alliance Life, Ill............ 20,902,453 161, 2,802,735 4,281,243 
> (1%) (13%) (20%) 
64,908, 197 8,639,614 | 1,658,509 | 3,725,373 | 4,958,139 ||............ 6,094,948 
(13%) a 9%) 
Amer. United, Ind.......... 47,429,208 22,900,615 1,341,362 6,460,813 
(48%) (3%) (14%) 
26,991,158 986, 326,21 6,888,010 
(3%) (1%) (26%) 
205,340,101 46,912,022 32,957,993 38,824,905 
(23%) (16%) 19%) 
Bankers Life, Neb.......... 41,713,889 5,071,469 7,849,614 8,712,104 
(12%) (19%) (21%) 
57,185,560 1,542.625 it, 11,025,099 
(2%) (19%) 
Calif.-Western States 47,228,480 1,438, 3,219,257 9,798,840 
(3%) (7%) (21%) 
252,432,124 48,927,059 14,854,695 26,855,015 
(19%) "0 (11%) 
Central Life, la............ 42,382,472 11,349,990 6,115,938 7,210,754 
(26%) (14%) (17%) 
43,824,523 4,914,900 353,409 8,194,323 
(11%) i} (1%) (19%) 
Columbus Mutual.......... 27,330,952 3,947,764 || 1,098,808 3,989, 785 
(14%) | (4%) (15%) 
Connecticut General....... 210,185,868 187, || 9,202,676 23,632,344 
ek (4%) (11%) 
291,783,270 7,964,795 18,154,147 38,764,416 | 
(3%) (6%) (13%) | 
19,625,244 1,502 273 209, 430, | 
(8%) (1%) (17%) 
Continental Assur., Hil 25,077,235 1,342,194 1,443,212 3,489, 
5%) 6%) (14%) 
5,465,805 685,510 | 877,673 | 1,285,501| 169,446 ||............ ; 
(13%) ee (9%) 
Equitable Life, N. Y........ 1,996,722,365 045,930 || 95,221,448 || 261,160,137 
te || (5%) || (13%) 
159,245,432 27,393,504 31,234,988 27,343,151 | 
(17%) | (20%) (17%) | | 
113,882,633 6,284,186 | 562,138 17,981,792 | | 
(6%) te | (16%) | | 
34,707,974 2,231,725 6,251,004 || 7,051,964 
(6%) (18%) | |} (20%) | | 
123,520,027 1,142,323 859,228 || 44,417,199 | 
(1%) (3%) (36%) | 
44,891,070 1,839,789 3,825,017 | | 12,119,122 | 
(4%) (9%) | | (27%) | 
150,005,674 34,533,444 15,624,020 || 24,834,245 | 
(23%) (10%) } (7%) _ | 
19,129,625 7,662,732 1,074,341 | || 3,506,595 | 
(40%) 6%) (18%) 
Guardian, N.Y............ 119,022,614 5,918,984 19,000 | 20,916,504 
| (5%) a (18%) | 
38,987,083 | ward.e7e 731.642 | Taraen | | 
Home Life, N.Y........... 92,009,767 | 2,843,921 | 13,011,407; 9,892164| 812171 ||... ae | 17,500,116 | | 
| (3%) wes | d%) | 
33,877,945 | 2.064700 2654474 || 19565920 
18,803,751 221132 a7 oa9 | 5048 | 
68,772,512 4,367,410 2,974,221 17,035,948 
6%) (4%) || (25%) 
811,337,158 104,961,481 | sag01.sas | 90,184.78 
101,636,089 10,388,274 | 11381 742 | 27 om 
y, 
89,527,882 10,118,940 '| “987,930 | 7,409, 
(11%) | (1%) (8%) 
131,309,339 ae ee “i | 
ano a | 2 a 
577,131,833 20,806,039 or es776014 
(4%) (+4) (147%) 
4,626,258, 233 249,702,344 82,408,082 607,765,993 
25,653,476 vaidso1 200 seer as 
16%) 
37,873,926 7,258,092 788, 6.218 197 
(20%) (2%) (16%) 
623,114,004 36,886,476 58,318,773 105,718,076 
(6%) (9%) (17%) 
Mutual Life, N.Y.......... 1,334, 169,699 796, ; 624, 
(5%) ca (12%) 
38,550,287 4,599,642 1,729,565 454, 
(12%) (4%) (17%) 
48,942,590 14,931,374 1,490,741 2,629,598 
(30%) (3%) (5%) | 
188,339,552 18,139,125 12739,098 29,138,100 
376,627,125 25,865,159 | 64,917,366 | 48,027.700| 8,896,773 ||....... oR 61196073 
(7%) ait 16%) 
2,420,371,460 858, 7,887,996 361,232,688 
(10%) ee (15%) 
Northwestern Mutual. . ... .1,159,835,594 189,324,321 91,557,130 540,275 
(17%) (8%) (17%) 
60,171,035 4,105.75 1,159, 166 , 203; 
(7%) (2%) (15%) 
37,538,042 1.907.262 3145643 3,216,382 
ae — i 
228,287,921 12,393,728 , 34340729 
(6%). (1%) (15%, 
“Includes Premium Notes. **Total mortgages. 
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In view of today’s 
big problem of jp. 
vesting money prof. 
itably, the adjoining 
study of how the 
companies have jp. 
vested over $25,000, 
000,000 is a most in- 
teresting and ab. 
sorbing one. This 
analysis separates 
the assets of some 
70 of the larger com- 
panies into the 12 
main classifications 
which are shown 
with the percentages 
to total gross assets, 
It covers all United 
States companies 
with 100 million or 
more ordinary in 
force. The figures 
are taken from in- 
formation now being 
used in compiling 
the 1937 Unique 
Manual Digest 
which includes The 
National Under- 
writer Life Insur- 
ance Reports on 
some 400 companies 
and also gives thor- 
ough policy, rate, 
value and cost data. 

Broad Picture 


This table gives a 
condensed but com- 
prehensive picture of 
the situation as of 
Jan. 1 this year to- 
gether with the av- 
erages for the 70 
companies for both 
Jan. 1, 1936, and 
1937. These compa- 
nies have over 90 
percent of the total 
life insurance in 
force. While the av- 
erage amount in- 
vested in each classi- 
fication did not 
change greatly dur- 
ing 1936, there was a 
quite a marked in- 
crease in the amounts 
invested in federal 
and in public utility 
bonds and a de- 
crease in both farm 
and city mortgages. 
Some increase is 
shown in all classes 
of bond investments. 
Policy loans also de- 
clined in the aver- 
age of the companies 
from 14.79 percent to 
13.34 percent of the 
total—a decrease of 
practically 10 per 
cent. 


Cash Big Item 


Even though liq- 
uidity is no longer 
the pressing prob- 
lem it once was, 
some companies hold 
as much as 7 percent 
in ‘cash whereas 
others are keeping 
only about 1 percent 
in cash, the average 
being 3.21 percent. 
Federal bonds are 
being held in vary- 
ing amounts of from 
2 percent to 35 per- 
cent, the average 
being 16.46 percent. 
A year ago this fig- 
ure was 13.1 pef- 
cent; showing the 
(CONTD. ON PG. 32) 
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Big Attendance at 
New York Congress 


Gray, Simon, Clay Hamlin, Engels- 
man Star Attractions at 
Buffalo Meet 


MURPHY NEW STATE HEAD 


Sales Clinic with Coffin, Roth, Kederich, 
Hays and Connell Participating 
Is Feature 





More than 1,000 life agents and ex- 
ecutives took part in the annual sales 
congress of the New York State Life 
Underwriters Association in Buffalo, 
which was featured by talks by 12 top 
notch agents and executives, who ham- 
mered home the essentials of a good 
salesman and how to increase produc- 


tion. 

New officers elected at a business 
meeting are: E. A. Murphy, Rochester, 
president; J. L. Lee, Buffalo, vice-presi- 
dent; L. A. Stewart, Utica, secretary- 
treasurer. The evening before the con- 
ference, delegates to the business ses- 
sion were guests of the Buffalo Life 
Managers Association, Warren Smith, 
president Buffalo association, being 
host. 

Engelsman Gives Talk 


Harlan Walker, president Buffalo 
Life Underwriters Association, opened 
the congress. R. G. Engelsman, gen- 
eral agent Penn Mutual, New York 
City, was introduced by ‘C. D. Connell, 
retiring state president. Mr. Engels- 
man spoke on “Must I Learn More 
About Getting to New People?” . He 
said agents must not rely on friends to 
make sales for them, but only to make 
the sale possible. Having secured and 
used a letter of introduction to estab- 
lish friendly relations and secure an 
interview, the letter should be ignored 
and that and subsequent contacts placed 
on a business-like basis. 

“Find new means of making friendly 
contacts,” Mr. Engelsman advised. 
“Then in each sales interview make it 
your aim to elevate the prospect in his 
own opinion as much as possible. Ap- 
peal to his vanity but don’t indulge in 
silly flattery which will only make both 
of you appear ridiculous.” 


New Agent on Program 


Herster Barres, agent Northwestern 
Mutual, New York City, spoke from the 
standpoint of a newcomer to life insur- 
ance. He played end at Yale and 
caught passes for Alby Booth. Mr. 
Barres concentrated his remarks on the 
approach of a young agent to youthful 
Prospects. 

A friendly and humorous contact with 
each prospect is the main spring of his 
business policy, he said. He keeps a 
record of birthdays and anniversaries of 
all friends who may be prospects. He 
1s constantly dated ahead two weeks for 
uncheons and dinners, and seeks to cre- 
ate a “relaxed atmosphere” conducive 
to a good talk about insurance. 

He keeps a prospect list of 200 names 
—100 on the preferred list and the other 
100 classed fair. He finds 43 percent 
of his business comes from persons at 
a change of age, so he keeps an age 
change file. Another 10 percent of his 

Usiness comes with payment of divi- 
dends on old policies, thus he keeps a 

le on these as well. 

Mrs. Lena Lake Forrest, agent 
Massachusetts Mutual, Detroit, in the 

Uusiness 34 years, said women have 
8one farther in the life insurance field 


New Report-Policy V olume 





Revised Unique Manual Digest Has Many Improvements 
—Valuable Dual Reference Volume Provides Life Men 
with Complete Data on all Phases of Business 





Fully covering both branches of life 
insurance statistics, the new 1937 
Unique Manual Digest will be off THE 
NATIONAL UNDERWRITER press at an early 
date. The Unique Manual is the only 
reference on the market that gives both 
detailed financial reports on life com- 
panies and complete policy, rate, cost, 
and value data in a single all-inclusive 
volume. For nearly 40 years the Unique 
Manual has been recognized as the most 
comprehensive book on policies, costs, 
etc. With the addition last year of 
National Underwriter Life Insurance 
Reports, which give all the useful and 
official data on the financial develop- 
ment and present standing of the com- 
panies, the life insurance fraternity had 
at its command, for the first time, an 
all-in-one encyclopedia of the facts and 
figures of the business. 


The new 1937 Unique Manual un- 
doubtedly contains the widest collection 
of useful data ever assembled in one 
volume for use in life insurance work. 
Much of this information is unavailable 
from any other source. It contains 
roughly four times as much information 
on policies, rates, values, dividends, etc., 
as any of the pocket-size books, and 
covers about twice as many companies. 
One of the unusual things about the 
Unique Manual is its low cost. It is 
within the reach of thousands of agents 
who formerly were unable to afford the 
several separate books formerly needed 
to approximately equal what the Unique 
Manual provides. 

The National Underwriter Life In- 





surance Reports, an important section 
of the Unique Manual, set a new stand- 
ard in the reporting field. The reports 
do not rate or give opinions. On the 
contrary, they present all the useful and 
official facts concerning the develop- 
ment and standing of all legal reserve 
life companies (about 400), together 
with a thorough analysis of the latest 
annual statement which is given in con- 
venient standardized form for ready 
and exact reference. 


Distribution of Assets 


Beginning with the establishment of 
each company and showing information 
as capital and surplus at incorporation, 
these reports show the changes since 
then, the provisions of charters, stock- 
holders’ dividends paid, reinsurances, as 
well as a history of policyholder’s divi- 
dends showing the changes in scale. 
From the “Statistics by Years,” which 
give significant financial and business 
figures for past years, up to and includ- 
ing the last five, one may readily get a 
clear picture of any company’s devel- 
opment, standing, manner of operation 
and experience in recent years. The re- 
ports also show business in force segre- 
gated by classes, kinds written, retro- 
active principles in practice, affiliations 
of the companies, territory and official 
staff. 

The analysis of assets which heads 
the showing of annual statement infor- 
mation gives all the main classes of 
company investments, and includes six 

(CONTINUED ON PAGE 29) 








ment, estate, business. 


policy contracts. 


and months. 
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Independence Square 
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Teaching the People 


The nation’s annual Life Insurance Public School, con- 
ducted by every organization and individual in the whole vast 
institution, will be held next week, May 17 to 22, as all of us 
know. The curriculum will include many types of service,— 
family, boy and girl, single men and earning women, retire- 
And the public will be told that life 
insurance, alone among financial institutions, is already sup- 
plying these services through $105,000,000,000 of existent 


To instruct every listener in the entire curriculum of this 
life insurance school is not the purpose. 
to each the amount of education required for creating the 
desire to graduate into the possession of an insurance addi- 
ition or a complete plan that shall cover his needs. 
most situations are simple and their coverage easily under- 
stood, a multitude of applications will be the gratifying imme- 
diate result, followed by an equal volume during later weeks 


The busily cooperating underwriter will profit by the 
impact of this effective educational project upon the public 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Rather it is to give 


Since 


PHILADELPHIA 





Russell Is Head of 
Southern “Ad” Men 


Named Chairman at Round Table 
Session Held at Nash- 
ville, Tenn. 


VARIED PROGRAM GIVEN 


Almost Every Phase of Advertising and 
Sales Promotion Work Discussed 
by Life Company Men 


NEW OFFICERS ELECTED 


Chairman—Emmett Russell, Jr., Life 
& Casualty. 

Vice - chairman —C, B. MacPhail, 
Great American, Tex. 

Secretary—John M. Ehle, Imperial 
Life, N. C. 

1938 meeting place—Asheville, N.C. 


By HOWARD J. BURRIDGE 

Advertising and sales promotion man- 
agers of practically all of the life com- 
panies in the south attended the ninth 
annual Southern Round Table of the 
Life Advertisers Association two days 
last week at Nashville, Tenn. Karl 
Ljung, assistant secretary Jefferson 
Standard, presided at the business ses- 
sions as chairman. Mr. Ljung is also 
treasurer of the Life Advertisers Asso- 
ciation. Another southerner, Charles C. 
Fleming, Life of Virginia, is president 
of the Life Advertisers Association, and 
he was on hand at all of the Nashville 


sessions. 

The program carried out included dis- 
cussions of almost every phase of adver- 
tising and sales promotion work. At 
the opening session, two Nashville com- 
pany officials, Vice-president W. V. 
Walker, Life & Casualty, and Vice- 
president E. B. Stevenson, National Life 
& Accident, extended greetings on be- 
half of the local companies. As the 
chief officer of the Life Advertisers -As- 
sociation, C. C. Fleming, Life of Vir- 
ginia, reported that the organization. 
now has 128 members and expects 
shortly to have five more, one from 
Buenos Aires. He said that a booklet 
is being prepared that is to be sent to al! 
life company executives, explanatory of 
the functions and purposes of the 
organization. 


How Schnabel Gets Publicity 


Rex B. Magee, Lamar Life, spoke 
briefly, and the principal and conclud- 
ing talk at the first session was given 
by O. P. Schnabel, San Antonio man- 
ager Jefferson Standard, on “Getting 
Publiciy for Your Agents and Agency.” 
Mr. Schnabel went into considerable 
detail in explaining how he manages to 
get so much publicity in the daily and 
weekly newspapers in his part of the 
country. He has been especially suc- 
cessful in this direction. He empha- 
sized the fact that 20 men in his agency 
are each using 500 copies a month of 
the Estate-O-Graph, the pictorial 
monthly magazine. So far this year his 
agency has been producing at the rate 
of $500,000 a month. 

At noon, those attending the South- 
ern Round Table meeting were guests 
of the Nashville Association of Life Un- 
derwriters, at which Cecil Wood pre- 
sided. Mr. Wood has just been ap- 
pointed manager of the mortgage loan 
department of the National Life & Ac- 
cident. Ford D. Albritton, general sales 
director, and William D. Sexton, edu- 
cational director of the Great Southern 

















Life, were introduced, as was J. C. Hig- 
(CONTINUED ON PAGE 29) 
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Pennsylvania Days Program 


in Pittsburgh Is Announced 





SPECIAL GROUP CONFERENCES 





Conservation of Life and Property Is 
Theme of Insurance Federation’s 
Gathering 





PHILADEEPHIA, May 13. — Sales 
and educational conferences feature the 
program for the 1937 Pennsylvania 
Insurance Days sponsored by the Insur- 
ance Federation of Pennsylvania, in 
Pittsburgh, June 3-5 

The life and the accident and health 
conferences will be held June 4 in the 
morning. The Pittsburgh Association 
of Life Underwriters is arranging the 
life program. Dr. John A. Stevenson, 
executive vice-president of the Penn 
Mutual Life, will be one of the speakers. 

The accident and health conference 
will be under the auspices of the Phila- 
delphia Health & Accident Alliance. E. 
R. Deaver, president of the Progressive 
Life, Health & Accident, will preside. 
Speakers will be Dr. G. A. Enion, chief 
medical examiner of the Industrial Life; 

S. Corey, vice-president Provident 
Industrial Life, Health & Accident, and 
Albert Ries, secretary Philadelphia Mu- 
tual Aid. 


Opens with Luncheon 


The convention will get under way at 
noon June 3 with a luncheon keynoting 
the theme of the convention—the con- 
servation of life and property. Major 
Scully of Pittsburgh is expected to ex- 
tend the city’s official welcome with 
former Governor John S. Fisher, presi- 
dent of the federation, responding. Col. 
G. E. A. Fairley, director of public 
safety of Pittsburgh, will be chairman 
and John B. Kelly, Pennsylvania secre- 
tary of revenue, and T. A. Fleming, con- 
servation department supervisor Na- 
tional Board, will discuss the conserva- 
tion of life and property. 


Jordan Banquet Speaker 


At the banquet on the evening of 
June 4 Dr. Virgil Jordan, president of 
the National Industrial Conference 
Board, will speak on the prospects of 
American prosperity. H. J. Johnson, 
Pittsburgh general agent, Penn Mutual 
Life, will be toastmaster. A pageant 
will be presented under the auspices of 
the Pennsylvania Fraternal Congress. 
An award will be presented to the citi- 








Woman Agent’s 
Job in 1894 Was 


Not an Easy One 











Miss F. C. Niccolls, Chicago, New 
York Life producer who recently ob- 
served her 79th birthday, has seen the 
status of women and of life insurance 
change vastly since the day in 1894 when 
she braved the disapproval of male and 
the horror but secret admiration of fe- 
male friends and acquaintances to sign 
an agency contract. Not even the 
agency director was for the idea. 

Ladies were not supposed to work, 
and life insurance people were classed 
with lightning rod salesmen and book 
agents, she said. There were dire warn- 
ings of perils that would befall a woman 
trying to sell insurance to men. 


Overcame Many Handicaps 


In spite of these handicaps, Miss Nic- 
colls, one of the first women in life in- 
surance in the United States, made a 
success of her work and a comfortable 
living, now being partly retired under 
the New York Life’s agency pension 
system. She still has an office in the 
Dearborn branch, however, to service 
her assured, and is active in the women’s 
division of the Chicago Life Under- 
writers Association. 

Ill health and the need for an outdoor 
job brought her into the business, she 
said. She had been teaching school 
since 1876, and was wondering where 
to find a less confining place. One day 
she was on a cable at Monroe and La 
Salle street, and noticed the New York 
Life office. 


Argued with Agency Director 


“I got off suddenly, the conductor 
scolding me. I walked in and told G. A. 
Smith, who was opening the New York 
Life offices here at that time, that I 
wanted to sell. He was skeptical and 
said I didn’t know whether or not I 
could sell, to which I answered ‘Well, 
neither do you!’ He hired me. All 
I really had to go on was nerve.’ 

At first she was not even allowed to 
attend company conventions, since it 
was felt it would hurt the men produc- 
ers’ morale. Later this restriction was 
relaxed. 








zen of Pennsylvania who has done the 
most for the conservation of life and 
property, or both, during the past year. 





Ad Conference Program for 
New York Meeting Prepared 


ONE-DAY GATHERING MAY 21 





Full Measure of Addresses and Discus- 
sions, with Outside Speakers, 
Is Arranged 





NEW YORK, May 13—The Insur- 
ance Advertising Conference has an- 
nounced the program for its mid-year 
meeting at the Hotel Pennsylvania May 
21. A general session will precede the 
group meetings. A. W. Ramsdell, mar- 
ket research specialist, will discuss the 
determination of company advertising 
appropriations and will use charts and 
graphs in illustrating his points. His 
subject is, “Should the advertising ap- 
propriation be a percentage arrived at 
from previous sales or from expected 
business?” The second speaker will be 
Heyworth ‘Campbell, who will talk about 
advertising design and will demonstrate 
modern methods of constructing adver- 
tisements and insurance literature. 


Other Subjects for Discussion 


Speakers to be selected from among 
representatives of leading life compa- 
nies will address the life members in 
their group gathering. Among other 
things to be discussed are the newly-in- 
augurated life campaign, the value of 
newspaper advertising to life companies, 
advertising in colors, how unlicensed life 
companies are profiting from the adver- 
tising of the large licensed companies, 
and various other topics related to the 
trade press and advertising of annual 
statements. 

A. A. Fisk, Prudential, president In- 
surance Advertising Conference, will 
have the chair when the general session 
is called to order. 

H. H. Putnam, advertising manager, 
John Hancock Mutual, is in charge of 
the program. 


Linton, Mowbray Advisers 


M. A. Linton, president Provident 
Mutual Life, has been selected as a 
member of the advisory council to 
study the changes in the social security 
setup proposed by United States Sena- 
tor Vandenberg of Michigan. Another 
member of the committee is A. H. Mow- 
bray, professor of insurance at the Uni- 
versity of Southern California. 








A. L. C. Medical Section 
Program Now Taking Shape 





THREE SPEAKERS LISTE 





Meeting Will Be Held in Colorad 
Springs June 17-19—Phillips, 
Robbins to Attend 





Several noted medical authorities wil 
address the annual meeting of the medi. 
cal section American Life Convention 
June 17-19, at the Broadmoor, Colorado 
Springs, Colo. 

Dr. Alexander Marble, " associate in 
medicine Harvard Medical School, wil} 
read a paper on “Non-Diabetic Glyco- 
suria.’” Another educator, Dr. J. J, 
Waring, professor of medicine Univer- 
sity of Colorado, wili give a paper on 
“Prognosis of Extrapulmonary Tuber- 
culosis.” Dr. A. C. Reed, professor of 
tropical medicine at the University of 
California, will discuss “Ultimate Prog- 
nosis of Hookworm Disease, Malaria 
and Amebiasis.” 


To Elect Officers 


There will be a dinner-dance the first 
evening, a business meeting and election 
of section officers the second day, and 
on the final day new officers will be 
installed. Dr. D. B. Cragin, medical di- 
rector Aetna Life, is chairman; Dr. W. 
E. Thornton, second vice-president and 
medical director Lincoln National Life, 
vice-chairman; Dr. B. F. Byrd, assist- 
ant medical director National Life & 
Accident, secretary, and Dr. A. E. Jo- 
hann, associate medical director Bank- 
ers Life of Iowa, program chairman and 
a member of the board. 

President T. A. Phillips of the A. L. 
C., who is president Minnesota Mutual 
Life, and Col. C. B. Robbins, conven- 
tion manager and general counsel, will 
extend greetings, as will a representa- 
tive of the Association of Life Insur- 
ance Medical Directors. As usual each 


of the papers will be followed by free: 


discussion from the floor. 


Lead Columbus Mutual 


Morris Levinkind, Chicago; E. R. 


Kuck and John C. Dexter of Columbus,. 


and T. S. Berridge, Gallipolis, O., were 
the four leading producers of the Co- 
lumbus Mutual Life in its agency year 
just closed. 





PROMINENT AT INDUSTRIAL INSURERS CONFERENCE 








0. E. STARNES, Asheville, N. C. 
Vice-President Imperial Life 


The Industrial Insurers Conference is 
meeting this week at Asheville, N. CC. 
O. E. Starnes, vice-president Imperial 





R. A. HOHAUS, New York 
Assistant Actuary Metropolitan Life 


Life of Asheville, is president. R. A. 
Hohaus, assistant actuary Metropolitan 
Life, is one of the chief speakers. F. P. 





F. P. SAMFORD, Birmingham 
President Liberty National Life 





P. M. ESTES, Nashville 
Vice-President Life & Casualty 


Samford, president Liberty National | president and general counsel of the Life 


Life of Birmingham, reports for the 
executive committee. P. M. Estes, vice- 


& Casualty of Nashville, is chairman of 
the Legal Section. 
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One week out of every year is set aside by the life insurance business 
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year Some seeds take root and grow, unknown to any insurance fieldman. The 


task for the fifty-one other weeks of the year is to find, by calling on as 
ae many good prospects as possible, the places where Life Insurance Week 


activity has shown some man his need. 
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Much Activity Is Now Seen 
in Building of Small Homes 


—_——_—_— 


OPPORTUNITY FOR COMPANIES 





New York Insurance Superintendent 
Sees Outlet for Company Funds 
in Low Rental Structures 





Superintendent L. A. Pink of New 
York, in his talk before the Metropoli- 
tan League of Savings & Loan Associa- 
tions at Montclair, N. J., took up the 
subject of future home mortgage financ- 
ing. He said that the country is on the 
verge of a period of considerable activ- 
ity in the building of small houses and 
low rental apartments. It is estimated, 
he declared, that from 6,000,000 to 9,- 
000,000 dwellings will be constructed or 
remodeled during the next 10 years. 
This should provide an outlet for the 
idle funds of life companies. 

The Metropolitan Life and Prudential, 
he said, have conducted worth while ex- 
periments in the building of low rental 
tenements. While the Newark, N. J., 
buildings of the Prudential are more 





modern and more ideally planned in the 
sense that they have larger air space, 
courts, better play and recreation fa- 
cilities, the buildings of the Metropoli- 
tan Life in Long Island City are signi- 
ficant in that they have proved to be a 
better investment, he added. When they 
were first thrown open there was a long 
waiting list and the company earned 
well over 6 percent on the outlay. Dur- 
ing the crisis the return was _ unsatis- 
factory and there were many vacancies. 
Now the buildings are filling up, and 
the income is increasing. Rentals have 
been kept to $9 a room. While the Pru- 
dential apartments in Newark are more 
ideal from the planning point of view, 
the rent is higher and the income return 
has been less, he said. 

Mr. Pink stated that it is doubtful if 
life companies should go into the busi- 
ness of building, operating and maintain- 
ing model tenements. They can and 
should stimulate to a far greater extent, 
however, he claimed, than they do the 
intelligent planning and financing of well 
planned, attractive, low rental commun- 
ity projects, whether garden cities or 
model tenements. He said, “We can 
greatly improve the standard of living 
of the working people as well as our 
sense of artistic enjoyment and appre- 
ciation of things if we devote our atten- 





tion, not to building a single tenement 
or a single house, but to the develop- 
ment of neighborhoods which will tie in 
with the city and regional plans. Here 
is a field for life insurance, which it can 
enter with safety and with social profit 
to its policyholders and the public.” 


N. Y. Committee Created to 
Ponder Codification Project 





Before adjournment, the New York 
legislature adopted a resolution appro- 
priating $12,500 to finance a joint legis- 
lative committee in studying, investi- 
gating and preparing a_ recodification 
of the insurance law. The committee 
will consist of four senators, four assem- 
blymen besides the chairmen of the sen- 
ate and assembly insurance committees, 
The committee is directed to avail itself 
of the facilities of the insurance depart- 


ment. It is empowered to employ a 
secretary and other employes and 
assistants. 


For the past two years the insurance 
department with the aid of Columbia 
University experts has been engaged in 
drafting a recodification. 

None of the resolutions to investigate 
life companies was passed. 





g, a time of new growth. 
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Layton Elected President 
of the Indiana Federatio, 





BIG DINNER FOR NEWBAURR 





Governor Townsend of Indiana Praisg 
New Commissioner and Work 
of Insurance Companies 





INDIANAPOLIS, May 13.—At the 
annual meeting of the Insurance Fed. 
eration of Indiana here Monday theg 
officers were elected: President, Dayiq 
Layton, New Amsterdam Casualty: 
vice-presidents, H. J. Hadley of Hadley 
& Mahoney, Indianapolis local agents. 
H. F. Sweeney, Northwestern National 
Fire; Ben R. Turner, Fidelity & De. 
posit; H. L. Rogers, Equitable Life 
New York, and P. O. Bowers, Ben Hy 
Life; treasurer, H .A. Luckey, Life oj 
Virginia; secretary, J. G. Wood, attor. 
ney. 

Members of the advisory board jp. 
clude the presidents and secretaries oj 
the organizations identified with the 
federation, as follows: Indiana Asso. 
ciation of Insurance Agents, D. H, 
Swadener and J. W. Stickney; Indiana 
Fire Underwriters Association, G. L, 
Heinz and O. E. Green; Indiana Field 
Club, H. F. Sweeney and D. R, 
Stephens; Casualty & Surety Field 
Club of Indiana, Ben R. Turner and 
John Cook; Indiana Casualty Adjusters 
Association, C. T. Reese and L. ¢ 
Everson; Association of Indiana Legal 
Reserve Life Insurance Companies, L, 
C. Alexander and H. G. Woodbury; 
General Agents & Managers Associa- 
tion of Indianapolis, H. E. Storer and 
M. B. Oakes; Indiana State Association 
of Life Underwriters, H. L. Rogers and 

P. Huston; Indiana Fraternal Con- 
gress, M. Miller and _ Elizabeth 
Association, Parke Cooling and G. E. 
Himes; Indiana Automobile Insurers 
Traut. Other members of the advisory 
board are Commissioner Newbauer, T. 

Locke of Slaymaker, Merrell & 
Locke, insurance law firm, and W. J. 
Henshaw, retiring president. 


Foster Gets Chandler Trophy 


Mr. Henshaw announced the award 
for the year of the Frank Chandler 
Trophy to John E. Messick of Foster 
& Messick, managers United States 
Fidelity & Guaranty, as one who had 
performed outstanding service for the 
business the past year. 

Approximately 700 attended the din- 
ner Monday evening in honor of Com- 
sored by the federation. Governor 
Townsend spoke in highest praise ot 
the character and ability of Commis- 
sioner Newbauer. He referred to in- 
surance as a “keystone of security” 
which closely touches the lives of all 
citizens of the state. “We want to make 
Indiana a desirable place in which sound 
insurance companies may do business, 
he said. 

“I was in the insurance business 
once,” Governor Townsend declared. “A 
man can’t stay long in the business 1 
he is lazy,” he remarked and added, 
laughingly, “I didn’t stay long.” 

He commended insurance companies 
on having so conducted themselves ¢s 
pecially in recent years as to merit com 
fidence. He paid tribute to the facili- 
ties that have developed in Indiana for 
providing insurance of all classes. The 
strategic position of Indiana is such 4s 
to contribute to the success of its ow! 
companies, he declared. P 

In responding, Commissioner New 
bauer feeling expressed his appreciation 
of the great honor conferred upon him 
by such a demonstration. He pledged 
himself to the faithful performance © 
his duties as he saw them and _invit 
all who would to use the facilities of 
his office to the fullest extent and to 
feel free to consult him at any time. 
He spoke in high praise of his assoct 
ates in the department and presented a 
large group of them to the audience, 
asking them to rise in their places at 4 
table specially reserved for them. 
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Says ~ A new Sales Building 






oe SAM" aid that bids fair to be extremely 
= popular is devoted to the Jeftfer- 
e son Standard Salary Savings Plan. 
.- It presents the advantages of 
a monthly payment insurance to 
s the Employee and Employer in 
‘c such a straight-forward, simpli- 
wt fied manner that the field organ- 
= ization considers it one of the 
: most effective sales aids we have 
cs produced. 

: National -. peg Week b 





anies 


A. R. PERKINS—A gency Manager 











Jefferson Standard Life Insurance Co. 


JULIAN PRICE PRESIDENT 


GREENSBORO, NORTH CAROLINA 
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Oklahoma Senate Approves 
Report Condemning Philpott 


“ARBITRARY AND CAPRICIOUS” 





Minority Report Upholds Board Secre- 
tary and Criticises Com- 
missioner Read 





OKLAHOMA CITY, May 13.—The 
Oklahoma senate adopted the report of 
the majority of the special senate com- 
mittee investigating all state insurance 
departmefts and operations of com- 
panies in this state, and ordered it trans- 
mitted to the governor for his consid- 
eration. 

The majority report, signed by five of 
the seven senate members, indicated 
that the irreconcilable conflict in au- 
thority existing between the insurance 
commissioner and the secretary of the 
insurance board has greatly impaired 
the efficient conduct and operation of 
the department. The report condemned 
the secretary of the board, S. W. Phil- 
pott, as “arbitrary, capricious and un- 
reasonable” in administering board af- 
fairs, and accused him of malpractice in 
office. 

It further charged that an understand- 
ing exists between the secretary and 
officials of the Oklahoma Association of 
Insurors in the matter of issuing agents’ 
licenses, which is contrary to law and 
constitutes violation of the .former’s 
official duties. The committee further 
reports that it \has not entirely com- 
pleted its investigation and reserves the 
making of a final report later. 


Minority Report Filed 


A minority report of the investigating 
committee was filed condemning Com- 
missioner Jess G. Read and upholding 
Secretary Philpott. This report, signed 
by two members, charged Mr. Read 
with having permitted the operation of 
insolvent fraternals in the state and also 
permitting other companies. to operate 
in violation of insurance laws. In this 
report Mr. Philpott was defended as 
having made a diligent effort to enforce 
regulations of the state insurance board 
with fairness to all concerned, and it 
was recommended that the senate au- 
thorize the governor to institute an audit 
of all domestic insurance companies. A 
motion carried that the minority report 
also be transmitted to the governor with 
a transcript of the evidence compiled by 
the investigating committee. 

Prior to the filing of the two reports 
26 senators had signed a round robin 
demanding that the governor remove 
Mr. Philpott. 

The majority report stated Mr. Phil- 
pott allowed applications for agency li- 
censes to remain in hs files as long as 
six or nine months without issuing cer- 
tificates and without conducting a hear- 
ing. His action, according to the report, 
was designed to prevent issuance of li- 
censes to many “competent and quali- 
fied” persons. The report stated there 
is a deal between Mr. Philpott and John 
D. Saint, secretary Oklahoma Associa- 
tion of Insurors, to prevent issuance of 
licenses unless they are approved by 
the agents association. 

Mr. Philpott is accused of refusing to 
license any but full time agents who be- 
long to the Oklahoma Association of 
Insurors. He is charged with having 
made trips through the state at the ex- 
pense of the state for “his own pleasure 
and convenience.” He is charged with 
failing to keep records of the board or 
to follow orders of the board. 


Pension Trusts Discussed 

G. T. Altman, income tax attorney, 
discussed “Pension Trusts” at the May 
luncheon-meeting of the Los Angeles 
C. L. U. chapter. He suggested that the 
pension trust setup be carefully scrutin- 
ized to ascertain that it does not violate 
any of the federal laws or rulings in re- 
gard to such forms of trusts and annui- 








Started With Farmers Union 








Bob Feller, sensational young pitcher 
now with the Cleveland Indians of the 
American Baseball League, was spon- 
sored by the Farmers Union Life of Des 
Moines. He went with the company 
when he was 15 years of age and joined 
its amateur baseball team. He helped 
the company win the state champion- 
ship that year and assisted in its quali- 
fying for the national amateur tourna- 
ment in Dayton, O., in September, 1935. 
At Dayton he received his first defeat 
and lost to the Battle Creek, Mich., team 
1 to 0 after striking out 18 men. 


Bob Feller is at home this week at 
Van Meter, Ia., doing intensive “boning” 
to pass his examination so that he can 
graduate from the high school there 
Friday night. He is 18 years of age and 
is spending this week on his father’s 
farm. He was greeted at the municipal 
airport at Des Moines by 600 cheering 
persons as he alighted from an airplane 
that brought him from Cleveland. Feller 
has not been able to pitch since his first 
game of the season at St. Louis, April 
24, as his arm is ailing. He expects 
to pitch May 23 against the Yankees 
in New York City. A radio interview 
was arranged with him and then he was 
hustled into Des Moines Mayor Allen’s 
car and paraded through the business 
district. The streets were jammed. 
After the parade Bob then went with 
his parents, Mr. and Mrs. Will Feller, 
to their farm home, 16 miles away. 


Started as a Clerk 


The Cleveland Baseball Club has 
taken out a $100,000 life insurance policy 
on Bob Feller. The club management 
states that it took out the insurance “to 
protect its investment.” The policy is 
payable only in case of death, 


Bob Feller came from Van Meter, Ia. 





ties. 


He joined the Farmers Union Life as a 








BOB FELLER 


clerk. He had been an athlete in high 
school, playing basketball in addition to 
baseball. While he was with the Farm- 
ers Union Life its team played a number 
of games. There was a big picnic at 
Tipton, Ia., and Bob Feller pitched, 
striking out 22. Bob played a great 
game at the time of the state fair tourna- 
ment, the first game being 10 to 7 in 
favor of the Farmers Union. He pitched 
a three hit game and fanned 18. He 
wanted to pitch the next day but his 
father at first forbade. His father was 
manager of the team. Bob Feller ar- 
gued with his father to such an extent 
that he finally relented and let him 
pitch. He struck out 13 men, made two 
hits himself, the winning team mate 
coming in on Bob Feller’s double. 

Bob Feller felt when he went against 
the Battle Creek team that he could win 
without fail. His father was catcher 
and the pitcher cut loose with one too 
hot for his father to handle. The center 
fielder dropped a fly ball and a run 
scored. However, the big league scouts 
were on hand and saw Bob Feller play, 
realizing that he had the stuff in him. 
It was the game at Dayton, O., that 
really brought him into prominence. 


Riehle and Woods Leaders 


The Riehle agency of the Equitable 
Life of New York in New York City 
led all other agencies of the company 
for April, the E. A. Woods Company 
of Pitsburgh coming next. For the 
first four months the Woods agency 
holds first place, with the Riehle office 
second. 


F. H. Ragsdale, who has been engaged 
in life insurance at Waco, Texas, has 
been appointed central Texas district 
manager for the Great American Life of 
San Antonio. 





Headliners Take Part in 
Davenport Sales Congres, 


HIGH MARK IN ATTENDANCE 
Hull, Coffin, Hill, Speicher and Reap, 
Address Big Iowa Agents 
Gathering 








Suggestions that all life companies co. 
operate in methodically working the 
field, that each agent design and follow 
a set plan, that agents once more em. 
phasize death benefits in policies anq 
work with zeal in the knowledge tha 
their policies offer protection and se. 
curity to clients were made in talks at 
the annual sales congress sponsored by 
the Davenport (Iowa) Association of 
Life Underwriters and General Agents 
& Managers Association of Davenport. 
Record attendance of 451 agents from 
eastern Iowa and western Illinois was 
reported, compared to the previous high 
mark of 250. 


Five Prominent Speakers 


R. B. Hull, managing director Na- 
tional Association of Life Underwrit- 
ers; V. Coffin, superintendent of 
agencies Connecticut Mutual; Grant L. 
Hill, director of agencies Northwestern 
Mutual; Paul Speicher, managing edi- 
tor Insurance Research & Review Serv- 
ice, and G. F. Ream, assistant superin- 
tendent of agencies Mutual Benefit, were 
the speakers. 

K. E. Madden, manager Penn Mtv- 
tual, Davenport, was chairman. At- 
tendance was assured by offering ten 
dollar bills before each session. In or- 
der to win, delegates had to be in the 
room and most of them were. James 
‘Copeland, association president, pre- 
sided in the morning, and Joseph Hilbe, 
president general agents, in the after- 
noon. 


Speicher and Hull Talk 


Mr. Speicher spoke on “Life Insur- 
ance in a Changing World,” the address 
which he has been giving at many 
points, and Mr. Hull on “Life Insur- 
ance—the Backlog of Amercan Thrift,” 
which he has been giving before many 
local associations recently. 

Mr. Ream asked the agents to con- 
sider the possibility of all life compa- 
nies cooperating in thoroughly cover- 
ing the field. “You underwriters are 
meeting here today, eating together, 
and tomorrow you will be at each 
other’s throats. You will all be after 
the finest prospects, the richest blos- 
soms on the bush, stumbling over each 
other and passing by hundreds of po- 
tential prospects. 


Ream Hopes for Harmony ’ 


“Life insurance can be of great help 
to many people. To withhold this help 
is criminal negligence, yet that is what 
is being done every day. I hope that 
some day the insurance companies will 
plot out each city, assign men to each 
area and, working in harmony, com- 
pletely cover the field,” he said. 

In a talk on “Time to Get Excited, 
Mr. Coffin pointed out that success in 
selling is in direct ratio to the advance 
information the agent has on his client 
and the completeness with which the 
need for life insurance is developed. 


Public Memory Is Short 


He said during the depression the 
public recognized that life companies 
were the only institutions to come 
through with flying colors. For that 
reason they were glad to buy life in- 
surance. But the public has a short 
memory and now that times are better 
is beginning to consider other finan- 
cial outlets. 

“Now is the time to bring out the 
hearse and back it up to the front door, 
Mr. Coffin said. “Life insurance is the 
only institution that provides for death— 
sell your client on it. Make the in- 
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Ruling on Social Security 
Act Is Anticipated Soon 





BEFORE U. S. SUPREME COURT 





Treasury Department Interpretation of 
Commissioned Agents’ Status Tem- 
porarily Is Withheld 





Ruling on the status of commissioned 
life insurance agents as employes or in- 
dependent contractors under the social 
security act, and thus either subject to 
the tax or exempted, is being delayed 
by the Treasury Department, it is be- 
lieved, due to the impending decision by 
the U. S. Supreme Court on constitu- 
tionality of the act. 

There is under advisement a case sub- 
mitted by the Northwestern Mutual 
Life, and there are believed to be a num- 
ber of other similar cases hanging fire. 

Decision on the whole law, it is be- 
lieved, will be rendered within the next 
two or three weeks. Arguments on both 
Titles VIII and IX—old age pensions 
and unemployment compensation—re- 
cently were heard by the court. The 
findings are anticipated sometime before 
summer adjournment, which will be 
either May 31 or June 7. 


Deplore Political Angles 


Life insurance people feel it is unfor- 
tunate that this decision is involved with 
political considerations of greatest mag- 
nitude. The court’s sanctity as an un- 
biased tribunal is threatened by the 
“court packing” proposal of the admin- 
istration. Until recently there was little 
question in the minds of life insurance 
people that the act would not be found 
void. But some observers interpret sev- 
eral recent decisions sustaining New 
Deal machinery as an indication the ven- 
erable justices are willing to compro- 
mise in order to avoid harsh administra- 
tion measures to control the court’s fu- 
ture decisions. 

It is felt in many quarters that the 
original court packing proposal has no 
chance of passage, has stirred up the 
people, and that the justices could with 
safety to the court’s continued existence 
as a free agent of government express 
their true convictions in regard to the 
social security act, if in fact they con- 
sider it unconstitutional. 


Anxious to Collect Money 


Under the circumstances, however, 
life insurance people are much con- 
cerned over the outcome. There seems 
to be strong basis for the belief that the 
Treasury Department’s policy is gener- 
ally to find everyone subject to the tax 
who might conceivably fall within its 
provisions, and to let him prove his ex- 
emption, if that is possible. This is a 
product of reduced federal revenue, con- 
tinuation of the unbalanced budget, and 
desire to get in every cent possible to 
collect. 

Therefore a Supreme Court finding 
that the act is constitutional very prob- 
ably would be followed by a department 
ruling in virtually all cases that commis- 
sioned life agents are employes of their 
companies and subject to the tax. 


ADVISORY COUNCIL NAMED 


WASHINGTON, May 13.—Plans for 
broad amendments to the social security 
act to be considered by Congress next 
session will be developed in the’ near 
future by a special advisory council 
named by the Social Security Board 
May 10, on which M. Albert Linton, 
president Provident Mutual Life, will be 
one of the employer members and Mat- 
thew Woll, president Union Labor Life 
and vice-president of the international 
photo engravers’ union, will be an em- 
ploye representative. 

The council was created at the sug- 
gestion of the senate finance committee 
and will cooperate with both that com- 


a number of suggestions for changes in 
the law. 

The first meeting of the council, at 
which its program will be developed, 
will be held within 30 days, it was said 
by the board in announcing the appoint- 
ments. 


Questions to Be Considered 


The advisory council, the announce- 
ment said, would study: 

1. The advisability of commencing 
payment of monthly benefits under Title 
II (state old-age pensions) sooner than 
Jan. 1, 1942. 

2. The advisability of increasing the 
monthly benefit payments under title II 
for those retiring in early years. : 

3. The advisability of extending the 
benefits in title II to persons who be- 
come incapacitated prior ta age 65. 

4. The advisability of extending the 
benefits of title II to survivors of in- 
dividuals entitled to such benefits. 

5. The advisability of increasing the 
taxes less rapidly under title VIII (old 
age assistance section). 

6. The advisability of extending the 
benefits under title II to include groups 
now excluded. 

7%. The size, character and disposition 
of reserves. 

8. Any other questions concerning the 
act about which the finance committee 





or social security board may desire ad- 
vice. 

The social security board also said it 
would not recommend any fundamental 
changes in the law at this congressional 
session, but might ask some amend- 
ments to “improve the administrative 
features of the act.” 


Promotions by Prudential 
Have Now Been Announced 





The Prudential announces a number 
of home office changes and promotions 
as follows: 

Assistant Secretary G. W. Williams 
of the southern group retired after a 
long and successful career. Supervisor 
J. L. Dexter, after half a century of de- 
voted service, has also retired. 

Supervisor J. A. Sandford, who had 
served the company for over 43 years, 
also retired. 

F. H. Schulze, formerly supervisor, 
has been promoted to assistant secretary 
of the southern group. 

Supervisor H. H. Parberry, formerly 
of the western group, has been assigned 
to special work as supervisor. 

Herman Filsinger, formerly manager 
of Division, O., has been promoted to 
supervisor of the western group. 





Clarence Bartin, formerly. manager of 
Division J, has been promoted to super- 
visor of the eastern group. 

O. E. Beal, formerly assistant man- 
ager of Division Q, has been promoted 
to manager of Division O. 

David Straus, formerly assistant man- 
ager of ordinary policy department, has 
been promoted to manager of service al- 
lowances department. 


Others Are Advanced 


Paul B. Palmer, formerly assistant 
manager of Division G, has been pro- 
moted to manager of Division J. 

Louis E. Kelly of Division M has 
been promoted assistant manager of Di- 
vision Q. 

M. B. Kurtzner of Division H has 
been promoted to assistant manager of 
Division G. 

Assistant Manager F. J. Beebe of Di- 
vision P has been transferred to the sup- 
ervisors’ department to handle special 
duties. 

Assistant Manager A. Dingwall of Di- 
vision K has been transferred to Di- 
vision P. 

Assistant Manager William A Hopf, 
of Division A has been transferred to 
Division K. 

A. E. Kunich of Division A has been 
promoted to assistant manager of that 
division. 











One of a series—Giv- 


ing facts about the 
Fidelity. 
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$1,100,000.00. 
creased to $358,463,516. 


company. 


Massachusetts. 


SAFETY FACTOR 


In every branch of engineering one consideration is 
uppermost in the minds of men charged with the responsi- 
bility of design or construction. It is the safety factor. In- 
dependent safety factors are introduced when the strength 
of the steel used is computed; when the beams are fabri- 
cated; when the structure is assembled. 


Fidelity contracts also include a “safety factor’ of 
more than usual strength. The current “Annual State- 
ment’ shows assets of $112,438,051.80 with surplus of 
$6,327 ,387.44 and a special contingency reserve fund of 
Insurance in force at the same time has in- 


Further evidence of conservative successful manage- 
ment is found in the records of its six senior officers who 
average more than thirty-nine years of service with the 
In fact the average length of service of the 
entire official staff is twenty-five years. 


Fidelity operates on a 3% reserve basis, full level net 
premium, in thirty-seven states, including New York and 
It is a friendly company—friendly to its 
field and its policyholders alike. It operates under a live- 
and-let-live policy which has won the loyalty of its field 
in an unusual degree. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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Industrial Insurers Meet in 


Convention at Asheville 





O. E. STARNES IS PRESIDENT 





Brief Is Presented Asking for an 
Amendment to the Social Secur- 
ity Measure 





ASHEVILLE, N. C., May 13.—The 
annual meeting of the Industrial Insur- 
ors Conference is being held here this 
week, with’ O. E. Starnes, vice-president 
of the Imperial Life of Asheville, as pre- 
siding officer. A meeting of the legal 
section was held this afternoon in charge 
of P. M. Estes, vice-president Life & 
Casualty of Nashville, as charman. 

O. E. Starnes, vice-president Imperiai 
Life of Asheville, who is president of 
the conference, in his address gave a 
look at life insurance today and then 
glanced forward to tomorrow. He said 
that life insurance started in a small 
way but companies have multiplied in 
number and increased their business 
until the total assets reached 20. billions 
and surplus funds two billions. Total 
life insurance in force in this country is 
$105,000,000,000. In the early days of 
this country, one person in eight had a 
life insurance policy and now one in 
two. In 1915, 3 percent of policyhold- 
ers were women and now they consti- 
tute 26 percent. At one time the busi- 
ness was transacted almost exclusively 
on three forms, ordinary life, limited 
pay and endowment. Varying needs of 
people and business have given rise to 
the finding of a wide variety of con- 
tracts. 

Thrift Is Emphasized 


Life insurance today involves thrift. 
Life insurance becomes a savings fund 
or an emergency fund. Mr. Starnes 
said the record of the life companies has 
been an enviable one. A more nearly 
perfect system of meeting the demands 
of the hour is daily being developed. 
Mr. Starnes said life insurance seen at 
its best can be so provided and sold 
as to have a most welcome effect on the 
community. A community, he said, has 
a right to expect its people as far as pos- 
sible to provide for themselves, their 
families and other dependents. Through 
cooperation between life agents, trusts 
officers and policy officers a new era of 
enlarged usefulness to estate holders has 
begun. 

Mr. Starnes said a combination of the 
most intelligent salesmanship and old 
fashioned honesty must at all times pre- 
vail so that policyholders will get the 
highest service. 


Want Social Security Act Amended 


J. F. Finlay of Finlay & Campbell, 
lawyers of Chattanooga, presented to 
the conference a brief that had been pre- 
pared by J. M. Peeples, general counsel 
National Life & Accident; Niles Mos- 
ley, general counsel Standard Life of 
Jackson, Miss., and himself, setting 
forth their arguments for an amendment 
to the unemployment feature of the so- 
cial security act. So far they have not 
met much with success, the attitude of 
the board evidently being to extend 
rather than limit the act. 

The three attorneys in their brief took 
the position that the board would reach 
the conclusion that industrial agents are 
employes in the meaning of this term as 
used in the act, and that ordinary life 
agents are independent contractors and 
they are therefore not amenable to the 
terms. They take the ground that with- 
out a proper amendment, which will 
also take out industrial agents, an un- 
just hardship will be worked on com- 
panies writing industrial business and 
employing industrial agents which will 
not fall upon those companies whose 
agents come within the category of or- 
dinary life agents. 

They insist that the amendment is 
proper for the following reasons: 

1. Because of the different relation- 
ship existing between industrial agents 








Backed for Trustee 

















ISADORE SAMUELS 


A resolution endorsing Isadore Sam- 
uels, New England Mutual, Denver, for 
trustee of the National Association of 
Life Underwriters has been passed by 
the Colorado Association of Life Un- 
derwriters. 








and ‘their companies and ordinary life 
agents and their companies, which will 
result in the burden of taxation or con- 
tributions being placed upon the indus- 
trial companies and their agents, and 
not upon the ordinary life companies 
and their agents. 

2. Because of the unfair competition 
that will result in the additional burden 
of taxation or contribution placed upon 
non-participating companies, which bur- 
den, in so far as participating companies 
are concerned, will be passed on to the 
policyholders. 

3. Because of the fact that no such 
thing as unemployment among indus- 
trial insurance agents exists, except as 
a result of the agent’s voluntary act or 
misconduct. 





Parkinson Sees Inflation 


as Unlikely to Come Here 


ADDRESSES CHICAGO RALLY 





Equitable of New York Head Hears 
Reports of Big Production in 
Campaign for Him 





Confidence that there will not be un- 
restrained currency inflation in this 
country, nor fundamental changes in the 
democratic form of government, was ex- 
pressed by President T. I. Parkinson 
of the Equitable of New York at break- 
fast and luncheon meetings in Chicago 
winding up the “Par-for-Parkinson” an- 
nual campaign of the central depart- 
ment. 

Mr. Parkinson said the people of this 
country still are sovereign and _ will 
countenance no “wild changes.” He 
noted increased confidence this year due 
to the general business revival. The 
worries engendered by depression and 
the bank failures of 1933 are gone, he 
said. He foresaw a full tide of pros- 
perity for life insurance men this year. 


Production Is $39,257,000 


Production of the 27 agencies in the 
department, which covers many states 
in the midwest and southwest, was 11,- 
747 applications for $39,257,799 volume, 
1,938 agents scoring with an increased 
average over last year of 6.06 apps each. 
There were 1,138 “par” agents, 85 “par” 
units and 16 “par” agencies. Le Roy S. 
Kussy, Golly agency, Peoria, Ill, was 
“par excellent” or leading agent on 
points, and F. G. Holderman, Embry 
agency, Kansas City, was “par excel- 
lent” unit manager for the second year 
in succession. 

These were specially honored at the 
Chicago celebration. W. M. Rothaermel, 
superintendent of agencies, central de- 
partment, presided at the breakfast, 
Chicago managers being hosts. E. L. 
Carson, agency manager Milwaukee, 
president central managers association, 
Equitable, was toastmaster. Mr. Carson 
also presided at the breakfast, at which 
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THE WEEK IN INSURANCE 





Program is announced for annual meet- 
ing of American Institute of Actuaries 
in Chicago, May 27-28. Page 3 

* * * 

Controls against runaway inflation are 
adequate and will respond to pressure 
of public opinion, according to Econo- 
mist Lionel D. Edie. Page 3 

* * * 

Plans are completed for national ob- 
servance of Life Insurance Week, start- 
ing May 17. Page 3 

” * & 


Analysis of assets of life companies, as 
shown in Unique Manual Digest, is pre- 
sented. Page 4 

* * * 


Emmett Russell, Jr., Life & Casualty, 
elected chairman of southern round table 
of Life Advertisers Association. 


* * * 
Pennsylvania Insurance Days program 
is announced. Page 6 
* * * 


Speakers are announced for meeting 
of medical section of American Life Con- 
vention. Page 6 

* * * 


Industrial Insurers Conference is hold- 
ing its annual meeting at Asheville. 
Page 12 
* * * 


R. A. Hohaus of the Metropoitan Life, 
in addressing the meeting of the Indus- 
trial Insurers Conference, suggests a 
pension plan for members of the field 
force. Page 13 

* * x* 


Western & Southern Life has had de- 
mands made upon it by unionists. Page 14 
* * * 

Unrestrained currency inflation un- 
likely to come in U. S., President Parkin- 
son, Equitable of New York, declares at 
Chicago rally in his honor. Page 12 
* * x 

Many luminaries on program at New 


Page5 





E. A. 
Page 5 


York sales congress in Buffalo; 
Murphy named state president. 
* * * 


Oklahoma senate adopts report of spe- 
cial committee condemning Secretary 
S. W. Philpott of the state insurance 
board and holding that the conflict be- 
tween Philpott and Commissioner Read 
has impaired the efficiency of the in- 
surance department. Page 10 

* * 


David Layton elected president of 
Insurance Federation of Indiana, big 
dinner given for Commissioner New- 
bauer. Page 8 

* * * 


Superintendent Pink of New York 
speaks before the Metropolitan League 
of Savings & Loan Associations at Mont- 
clair, N. J., on “Future Home Mortgage 
Financing.” a“ be bes Page 8 


Insurance Advertising Conference mid- 
year meeting program at New York 
May 21 is announced. Page 6 

* * * 

Five prominent speakers On program 
at Davenport, Ia., sales congress. 

Page 10 
* * * 


Columbian Mutual Life of Memphis is 
assailed by some of its old fraternal 
policyholders who enter a receivership 
suit. Page 21 

ee ae: 


R. B. Sturtevant, vice-president Ameri- 
can United Life of Indianapolis, becomes 
vice-president of the Ohio National Life 
in charge of reinsurance. Page 25 

* * 

Commissioner D. C. Boney of North 
Carolina tells Industrial Insurers Con- 
ference of a meeting he had with repre- 
sentatives of industrial companies in his 
state. Page 26 

* * * 


Two-day convention and sales con- 
gress held at Ann Arbor by Michigan 
State Association of Life Underwriters. 

Page 31 
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Awards for “Ad” Exhibits 
at Southern Round Table 


——_! 


First place in the advertising exhibits 
of the Southern Round Table of the Life 
Advertisers Association at Nashville wa; 
captured by the Life of Virginia. The 
exhibits were scored on the point sys. 
tem, and there was only one point be. 








between first and second place. The 
National Life & Accident wa; 
awarded second place. The Jeffer. 


son Standard and the Provident Life 
& Accident were tied for third. The ex. 
hibits were confined to advertising and 
sales promotion material produced since 
Jan. 1, 1936. 

The exhibit judges, all Nashville men, 
were: Alden Smith, Northwestern My. 
tual; C. H. Witteran, vice-president 
American National Bank, and Stanley 
Horn, Nashville publisher. Bart Leiper, 
Provident Life & Accident, was exhibits 
chairman. 

The positions awarded for the various 
classes of material are subjoined: 


Insurance Journals—1. Jefferson Stand- 
ard. 2. National Life & Accident. 3, 
Pilot Life. 

Magazines—1. Life of Virginia. 2. At- 
lantic Life. 3. Provident Life & Acci- 
dent. 

Newspapers—1. Protective Life. 2. Na- 
tional Life & Accident. 3. Life & Cas. 


ualty. 
Sales Promotion—1. National Life & 
Accident. 2 Life of Virginia. 3. Provi- 


dent Life & Accident. 

Direct Mail—1. Great Southern. 2. Life 
of Virginia. 3. Jefferson Standard. 

Printed Materials—1. Pilot Life. 2. 
Life & Casualty. 3. Great Southern. 

Publications to Agents—1. Life of Vir- 
ginia. 2. Jefferson Standard. 3. Atlantic 
Life. 

Weekly Publications to Agents—1. Na- 
tional Life & Accident. 2. Life & Cas- 
ualty. 3. Great Southern, 

Publications to Policyholders—1. Na- 
tional Life & Accident. 2 Provident Life 
& Accident. 3 Life of Virginia. 

Recruiting Material—1. Provident Life 
& Accident. 2. Jefferson Standard. 3. 
Life of Virginia. 

Conservation—1. Provident Life & Ac- 
cident. 2. Pilot Life. 

Annual Statements—1. Life of Virginia. 
2. Jefferson Standard. 3. Great American. 

Honorable Mention: Novelties display 
—John M. Ehle, Imperial Life. Mimeo- 
graphed weekly bulletin—F. R. Brauer, 
Home Beneficial. 





Minnesota Bills Summarized 


Laws enacted in Minnesota affecting 
life insurance have been summarized 
by Clyde B. Helm, secretary of the In- 
surance Federation of Minnesota. The 
mortgage moratorium law has been ex- 
tended to ‘March 1, 1939. Payroll de- 
ductions are permitted for payment of 
premiums on life, group accident and 
health and group term insurance for pe- 
riods longer than 60 days. Assessment 
benefit associations are permitted to 
form a reinsurance company. A 30-day 
written notice to policyholders is re- 
quired on proposed fraternal mergers. 
Net proceeds on accident and disability 
insurance are now exempt from attach- 
ment. 


Governors Millionaires’ Guests 


Grant Taggart of Cowley, Wyo. 
chairman of the Million Dollar Round 
Table of the National Association of 
Life Underwriters, has announced that 
Governor Ammons of ‘Colorado, Gover- 
nor ‘Miller of Wyoming and Mayor 
Stapleton of Denver will attend _ its 
breakfast at the Brown Palace hotel, 
Denver, Aug. 24. The “millionaires” 
session will be preceded by an outing 
at Colorado Springs, beginning Aug. 20. 


Court Approves Liquidation 


ST. LOUIS, May 13.—Circuit Judge 
Kirkwood has approved the recommen- 
dation of a special referee that the Mis- 
souri National Life be declared insolv- 
ent, enjoined from further operations 
and be dissolved. This is a small stipu- 
lated premium company with headquar- 





ters at 3929 Olive street here. 
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Suggests Retirement Plan 
for Those in the Field 





PRESENTATION IS CLEVER 





R. A. Hohaus of Metropolitan Gives En- 
tertaining Treatment of Problem at 
Industrial Insurers Conference 





In clever style, R. A. Hohaus, as- 
sistant actuary of the Metropolitan, 
treated the subject of “Old Age Pen- 
sions for the Field Force,” at the annual 
meeting of the Industrial Insurers Con- 
ference in Asheville, N. C 

He gave a light touch to a heavy topic 
by outlining the problem in the form of 
a fictitious conversation among several 
home office officials on the train return- 
ing from the agency convention at “Salt 
Springs Hotel.” The problem of pro- 
viding a retirement for field workers 
was discussed by these officials after the 
president had referred to a speech made 
at the convention by Charlie Merritt, 
with whom the president had years ago 
been associated in the field and who was 
then showing signs of age. 


Existing Practice Told 


“When a man has given the best 
years of his life to our business,” the 
president remarked, “it is only right for 
us to reward his services, so that he 
can spend his declining years with the 
assurance of a fairly definite income.” 
Discussion then brought out that the 
company had been paying retired men 
an allowance which was designed, to- 
gether with their own resources, to be 
ample for a modest living. However, 
this policy had caused dissension. <A 
man who had been thrifty and had cre- 
ated property for himself was paid less 
of a retirement by the company than 
was the man who had not been provi- 
dent. 

The outcome of the conversation was 
that the president appointed those in the 
group a committee to recommend a re- 
tirement plan for members of the field 
force and home office employes. 


“Report of Committee” 


“ 


‘Mr. Hohaus then presented the “re- 
port of the committee.” 

The committee recommended a con- 
tributory retirement program providing 
benefits on a definite scale in addition 
to whatever benefits are payable under 
the social security act. 

Under the proposed setup, employes 
would be eligible to contribute after six 
months employment; the normal retire- 
ment age would be 65; for each year of 
future service as a contributor, the em- 
ploye will be entitled to a retirement 
income, the amount to be determined by 
his salary class during that year. Each 
employe with at least one year of past 
service would be entitled to a past serv- 
ice retirement income benefit, the 
amount to be determined by his com- 
pleted years of past service and by his 
salary immediately prior to the effective 
date. 

The annual aggregate rate of retire- 
ment income provided under the plan, 
plus the old age benefit of the social se- 
curity act, will approximate 2 percent of 
the employe’s total salary for the years 
he will have been a contributor, plus 2 
percent of the annual rate of salary im- 
mediately prior to the plan’s effective 
date, multiplied by completed years of 
Past service. For agents and assistant 
managers, a flat amount of benefit (in- 
stead of amount graded by individual 
earnings) for each year of service, both 
future and past, would be more desir- 
able. The flat amounts would be deter- 
mined by the average earnings. 

Further Provisions Given 

The plan should include group life on 

a one year renewable term basis, the 


amount to be about equal to one year’s 
salary. Each employe should contribute 





Now Under Fire 











Ss. W. PHILPOTT 


S. W. Philpott, secretary of the Okla- 
homa Insurance Board, was blasted in 
the majority report of the state senate 
investigating committee, adopted by the 
senate. 


Illinois Code Bill Reported 
Out Favorably to House 











The Illinois house insurance commit- 
tee reported out the insurance code bill 
Wednesday afternoon with a “do pass” 
recommendation. The vote was 28—3. 
The measure was to be taken up on the 
floor Thursday morning. Only one 
amendment, forbidding the $1 service 
charge on small fire policies, was 
adopted. 

At a brief session held last week, 
the committee chairman announced that 
any amendment to receive considera- 
tion by the committee must be filed by 
last Friday. He stated that the com- 
mittee would take positive action one 
way or the other this week. 

At the session last week, the trouble- 
some amendment to limit to 4 and 4% 
percent the interest life companies might 
charge on policy loans was rejected by 
the insurance committee. 

Several new amendments were offered 
last week. One is a _ proposal that 
appears periodically in legislatures 
throughout the country. It would re- 
quire life companies to pay the reserves 
under endowment contracts as well as 
the face of the policy in the event the 
assured dies before the maturity of the 
contract as an endowment. 

Consideration was also to be given 
to the bill 470 which requires that judg- 
ments returned in insurance law suits 
include court costs for claimants. 








come to be provided for that year of 
service. 

The company would pay the net cost 
each year above the part provided by 
employe contribution. The past service 
cost should be borne entirely by the 
company. 

Retirement under certain circum- 
stances may begin five years prior to 
the normal age or may be deferred from 
year to year up to a maximum of 70. 

A definite non-contractual policy 
should be adopted for handling em- 
ployes who become totally and perma- 
nently disabled before reaching retire- 
ment status. 


Martin Suceeds Sechler 


V. H. Sechler has resigned as district 
manager Equitable of New York at 
Springfield, Mo., and will be succeeded 
May 30 by C. K. Martin who has been 
an agent there for several years. The 





in each year of future service $2 a month 
for each $10 of annual retirement in- 


office is operated out of the M. A. 
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Unionists Make Demands on 
Western & Southern Life 


DISTURBANCE IN CINCINNATI 
Pickets Accompanied Some Agents on 
Their Debits—Jack Bradon Starts 
Agitation in Chicago 





CINCINNATI, May 13.—Demands 
have been made on the Western & 
Southern Life by the Industrial Life 
Insurance Underwriters’ Union, which 
has a “federal” charter from the Ameri- 
can Federation of Labor, for a mini- 
mum $37.50 guaranteed weekly salary, 
release from death claim and matured 
endowment lapses, a change in the sys- 
tem of paying special salaries, and a 
week’s vacation for a minimum one 
year’s employment, an extra day being 
asked for each additional year’s employ- 
ment up to seven. 

Special salaries represent weekly com- 
missions which are held in a reserve 
for a certain period, one of the large 
companies distributing them to the 





agent over 13 week periods. The union 


is asking that commissions be distrib- 
uted immediately as earned. 

Lester Marshall, president of the 
union, who is a former Western & 
Southern agent, said that similar de- 
mands would be filed with other indus- 
trial companies. Mr. Marshall was dis- 
charged by the Western & Southern last 
Saturday. In protest, pickets accom- 
panied some Western & Southern agents 
on their debits. 


Company Practices Differ 


Company practices vary considerably 
on those points which the union is mak- 
ing an issue. Some companies leave the 
granting of vacations up to the manager 
or superintendent’s discretion, others re- 
quire that a minimum quota be met, 
others grant a week to 11 days without 
qualification, and some do not give any 
at all. There is also some diversity in 
the method of paying earned commis- 
sions. The reserve system was started 
with the idea in mind of giving the agent 
a fixed regular income on which he 
could depend with some degree of cer- 
tainty, his earnings fluctuating widely 
from week to week. 

Marshall said that although agents 
were not immediately charged with 
death lapse and matured endowments, 
they were taken into considration in the 
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A Fact of Many Years’ Standing 


The phrase, “A Policy for Every Person and Purpose’’, as used by 
this company, represents a fact of many years’ standing. Only 
by keeping pace with the best in Life Insurance practice in meeting 
the needs of every section of the insuring public has it been possible 
The results are seen in the outstanding posi- 
tion held by the Great-West Life in the insurance world—a position 
gained through the good-will of thousands of clients and the loyal 
co-operation of hundreds of able representatives. 


to offer this service. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 
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$150,005,674 
$575,844,591 


agent’s yearly record and his earnings 
were thereby affected. 

The union holds that agents should be 
guaranteed $37.50 a week, a figure con- 
siderably below the earnings of many 
agents last year, agents in one large com- 
pany averaging $44, whether the com- 
pany had established debits or not. Mr. 
Marshall said that the agents were 
charged with lapsed business after it 
was written, so the company should pay 
to put it on the books. A guaranteed 
salary of $37.50 would probably increase 
the cost of industrial insurance. If gen- 
erally followed, companies would be ob- 
liged to consolidate, many smaller debits 
in established territory and the expense 
would be so high that much business 
would have to be abandoned. A $37.50 
salary is 15 percent of a $250 debit. 


Agent’s Compensation 


An agent’s compensation is deter- 
mined by one medium sized industrial 
company as follows: “A salary of $15 
per week except, when 15 percent of the 
allotted collections on my debit yields 
a greater sum; in which event, my com- 
pensation for collections shall be 15 per- 
cent of the amount collected. This 
change is effective when my _ debit 
reaches $103.50. To encourage true, 
diligent, and faithful performance of my 
duties as agent the company offers a 
bonus or reward for increase on my 
debit, as the same is hereinafter defined, 
to be paid when, in the opinion of the 
company, the condition of my acount 
justifies; said bonus is to be a sum equal 
to 25 times my net increase with one 
additional time for each full year of con- 
tinuous service, provided that not more 
than three extra times will be allowed 
for continuous service.” Paymtnt of an 
additional bonus is contingent each week 
on a net increase of 40 cents or an 
amount equal to 10 percent of the total 
net increase, the maximum weekly draw 
not to exceed $1, additional credit being 
given, however, after a debit inspection 
with a minimum collection percent re- 
quired. Two larger companies do not 
use a “times” contract but have a 
straight graduated commission scale. 

At a meeting in Cincinnati, May 18 
heads of component unions of the Amer- 
ican Federation of Labor will discuss, 
among other matters, organization of in- 
surance people. 


JACK BRADON GETS BUSY 


Announcement of the “United Under- 
writers of America,” a producers’ union, 
is being circulated among Chicago life 
insurance people. “National” headquar- 
ters have been established at 800 North 
Clark street, the advertisement states, 
and Jack Bradon, who previously has 
been a leader in attacks on industrial 
life insurance, is the president. 

The announcement carries conidiiter- 
able denunciation of the companies, life 
underwriters associations and the insur- 
ance press. Its chief theme is that agents 
are impoverished in order for the com- 
panies to show big volume and pay high 
executive salaries. 

M. J. Griffin is vice-president and or- 
ganization director and Walter Melton, 
secretary. 


ACTIVITY IN HARTFORD 


HARTFORD, May 13—The Con- 
necticut Federation of Labor is talking 
about organizing office workers of in- 
surance companies here, the movement 
probably to begin after May 18, when 
heads of AFL component unions will 
meet in Cincinnati No solicitation has 
been reported yet. About three years 
ago a number of Connecticut industrial 
agents sought a charter from William 
Green, American Federation president, 
but were turned down, he fearing that 
they would use their union affiliation to 
promote insurance sales. 


George L. Grimm, agency supervisor 
Northwestern Mutual Life in Chicago, 
delivered two lectures before the life 
classes at the University of Iowa on 














“The Sales Organization of a Large 


Kansas Association Holds 


Top-Notch Topeka Meet 





SALINA IS PICKED FOR 


1938 


Lyman E. King Becomes President ang 
Hiram W. Moore, Secretary, Both 
Being From Topeka 





With a registration of slightly less 
than 300, the two-day program of the 
Kansas State Association of Life Up- 
derwriters at Topeka, which included 
the annual sales congress and general 
agents and managers meeting, reached 
new heights. Every event was a top 
notcher and full credit — to the To- 
peka committee headed by L. King 
for the enthusiastic reception of the pro- 
gram. Paul Kaul of the publicity com- 


mittee, H. W. Moore, general agents 
O. T. Crop- 


and managers committee: 














LYMAN E. KING 
President 


H. W. MOORE 
Secretary 


per, finance, and Leo R. Porter, retiring 
secretary, and their well organized com- 
mittees deserve credit for the faultless 
handling of the details. Mr. Kaul is 
president of the Topeka Life Underwrit- 
ers Association. 


King Is Made President 


The seat of power of the progressive 
Kansas association passes to Topeka 
with the election of Lyman E. King, 
Topeka general agent of the New Eng- 
land (Mutual, as president and his subse- 
quent appointment of H. W. Moore, To- 
peka, general agent Mutual Life of New 
York, as secretary-treasurer. L. R. Por- 
ter, Lincoln National general agent at 
Wichita, was named a vice-president, to- 
gether with R G. Dennison, Metropol- 
itan manager of Salina; John Floyd, 
Northwestern Mutual district agent at 
Arkansas City, and J. D. Kramer, 
Northwestern Mutual district agent at 
Independence. 


Next Year at Salina 


Upon the invitation of Allen Noyce, 

United Life of Salina, the 1938 meeting 
and sales congress goes to Salina and 
will further stimulate state-wide interest 
in the association. 
Seventy managers and general agents 
arrived for the seminar. H. W. Moore 
presided. The subjects were: “What Are 
the Factors That Should Cause a Man 
to Consider Our Business,” “Recruiting 
and Selection,” “Training,” “Time Con- 
trol” and “Keeping the Old Man in 
Production.” 

Ted Hussey of the Hussey Agency, 
Topeka, presented the golf prizes given 
by the Topeka association and several 
company presidents were introduced. 
R. G. Cunningham, the retiring presi- 
dent of the state association, presided 
at the dinner, there being no state or- 
ganization of Kansas managers. 
Winners in the golf tournament were 


Dwight Ream, Northwestern Mutual 
general agent, Topeka, “low’; L. B. 
Brown, ‘Travelers, Wichita, “High”; 


Earnest Berg, Equitable of Iowa, To- 
peka “Driving Contest,” and three 
“Blind Bogey” winners, James Cald- 


well, Aetna, Wichita; Clayton Mammell, 
Farmers & Bankers, Wichita, and R. G. 
Dennison, Salina, Metropolitan. 

On Saturday President Cunningham 
turned the gavel to L. E. King, general 





City Agency.” 





(CONTINUED ON PAGE 26) ‘ 
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Acacia Mutual Is Giving 





Recognition to Official 
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LLOYD K. CRIPPEN 


L. K. Crippen, actuary of the Acacia 
Mutual Life, who becomes vice-president 
as well as actuary, is a native of Michi- 
gan, having been born in Jackson, Jan. 
4, 1895. He graduated at the Univer- 
sity of Michigan. Shortly after gradua- 
tion in 1921 he joined the Acacia Mutual 
as assistant actuary, becoming actuary 
in 1932. 

William Montgomery was reelected 
president for the 44th year. He is its 
oldest employe in point of service. The 
Acacia Mutual now has $366,500,000 in- 
surance in force and assets of more than 
$67,700,000. When Mr. Montgomery be- 
came the sole employe in 1892, the com- 
pany occupied a single small room over 
a hat store. Today it has its own mag- 
nificent building and has 60 branches 
throughout the country. R. J. White- 
ford, a leading Washington attorney, has 
been elected a director. 








Equitable’s “Old Guard” 
Meets at Atiantic City 





The “Old Guard” of the Equitable of 
New York, composed of veteran general 
agents and managers, is holding its 
annual meeting in the Marlborough- 
Blenheim Hotel, Atlantic City, May 13- 
15. A large contingent of department 
heads and executive officers will attend 
and address the gathering, headed by 
President Parkinson, who will speak the 
third morning. 

This honor organization was formed 
July 26, 1934, on the Equitable’s 75th 
anniversary, 22 general agents and 22 
agency managers who had seen the long- 
est service as such being charter mem- 
bers. T. B. Sweeney, general agent at 
Wheeling, W. Va., is president; R. M. 

yan, Detroit manager, vice-president; 
E. L. Carson, Milwaukee manager, sec- 
retary, and Sheppard Homans, of Pros- 
ser & Homans, managers, New York 
City, treasurer. 

The executive committee met the first 
morning and in the afternoon there was 
a business session. Home office officials 
will speak Friday morning, telling oper- 
ations of their departments. A dinner 
dance is scheduled for the evening at 
the Traymore Hotel. 

Fred Israel, Chicago manager, is one 
who has just qualified in point of service 
and been admitted as a member. 


Guardian Life Campaign 

‘The campaign staged by the Guardian 
Life agents during April in honor of 
Vice-president J. A. McLain resulted in 
splendid gains. The total number of 
new lives insured was larger than any 
Previous campaign and the aggregate 
volume tops that of April a year ago 
by 16.4 percent. Paid business showed 





a gain of 13.2 percent over April of last 
year. The campaign centered about a 
golf tournament to be held in Banff in 
July in connection with the Leaders Club 
convention. The three vacancies in the 
McLain foursome who won the honor 
of playing with their chief were W. C. 
Myers, eastern Ohio, in number of 
lives; Jack Leventhal, New York City, 
volume, and J. J. Dorman of New York 
City, paid business. 


Mutual Trust Officials Active 


President Edwin A. Olson of the 
Mutual Trust Life spoke this week at 
a dinner meeting of the Roll & Schnei- 
ders general agency in Cincinnati. The 
agency was celebrating its record break- 
ing eighth anniversary sales drive in 
April. On Friday Mr. Olson will meet 
with the George McDonough general 
agency in Cleveland where he is sched- 
uled to address the life underwriters 
association’s luncheon. 

Vice-president A. B. Slattengren will 
speak at a dinner meeting of the M. O. 
Solberg general agency in Eau Claire, 
Wis., May 17. 


Oppose Quiz on Selling Methods 


Commissioner De Celles of Massa- 
chusetts and several insurance execu- 
tives appeared before the committee of 
the legislature to oppose a bill for in- 
vestigation of the methods of soliciting 
life insurance. B. K. Elliott, general 
counsel John Hancock Mutual, was one 
of those who spoke in opposition. 


Munsell Dedicates Offices 

When Agency Director F. T. Mun- 
sell opened his new offices in New York 
City, he was honored by the presence 
of many officials of the New York Life. 
President A. L. Aiken, Executive Vice- 
President Walter Buckner, Vice-Presi- 
dent C. H. Langmuir, Vice-President G. 
M. Lovelace, and Vice-President .G. S. 
Van Schaick were on hand to greet the 
visitors 

Besides being one of the most attrac- 
tively arranged offices in the city, this 
branch is designed very carefully from a 
production standpoint. 

It is significant that along with the in- 
creased business the New York Life 
is getting in New York City for the 
first quarter it is modernizing and re- 
decorating several of its 26 offices in the 
metropolitan area. R. L. Campbell, in- 
spector of agencies, moved into new 
quarters in the Channin building and 
C. J. Peckham, agency director, moved 
to the Lincoln building. 


Presides at Round Table 
of Southern “Ad” Men 














KARL LJUNG 


Karl Ljung, assistant secretary Jeffer- 
son standard Life, presided as chair- 


man of the Southern Round Table of/ 


the Life Advertisers Association at its 
meeting in Nashville. 








“The Boy Lincoln and His Mother’’—Copr. 1934 The L.N.L.I. Co. 


Mothers Day - 1937 


INCOLN learned the ABC’s of character at his mother’s 
knee. Your children—whatever might happen to 
you—will enjoy the same priceless opportunity if you 
take time right now to endow that best of schools — your 
home. Give flowers; surely. But remember that the most 
welcome Mother’s Day gift of all—in these years of 
insecurity —is security. For a fraction of your income, 
our new Salary Continuance Plan will, should you die, 
pay your wife a regular “‘salary” during the difficult years 
of readjustment. If you live beyond retirement age, a 
“salary” comes to you. Ask your Lincoln agent for details 
—or write us. This is the ideal Mother’s Day gift for 1937. 


This advertisement appeared in half pase space in the Saturday 
Evening Post of May 8. 


THE LINCOLN “@ NATIONAL LIFE 
INSURANCE = COMPANY 


FORT WAYNE, IND. 


ITS NAME INDICATES ITS CHARACTER 
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THEIR Furs Were Panel’ 


A widow with four children 











— 


writes this moving testi- 
monial to a specialized life 
insurance service which 
proves—“The Sooner Their 
Futures Are Planned—The 
Better Their Futures 


Will Be.” 




















HOME LIFE INSURANCE CO. 


256 BROADWAY, NEW YORK 
Ethelbert Ide Low, Chairman of the Board James A. Fulton, President 
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AND THERE IS A BETTER 
FUTURE FOR MEN WHO 
PLAN ESTATES 


THERE IS a growing popular realization that properly 
planned insurance is as important as adequate insurance. 
This realization offers a greater opportunity to men 
whose ambitions direct them toward modern career 
underwriting. Professional service of this type is more 
fully described in a booklet “Client Building, through 
Estate Planning.” 


C. C. FULTON, JR., AGENCY VICE-PRESIDENT 
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General. Agency Openings 
with 


A GREAT COMPANY 





GROWING GREATER 





A Company that has 


*A Liberal Contract 
(Both First Year and mae 


Commissions) 


*Am Attractive Lime 
ef Policies 


(designed te fit every need) 


*A Umigque Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 
COMMONWEALTH CORDIAL 
CO.OPERATION 
IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 











Price Revolt Held 
Bar to Inflation 





(CONTINUED FROM PAGE 3) 


classes of all kinds throughout the coun- 
try, there was a tremendous pressure of 
public opinion exerted through the me- 
dium of politics to bring about a change 
in the structure of our monetary system 
and the managers of the currency were 
responsive to a wave of public opinion. 

“Now, in the future the managers of 
our currency are not) very likely to 
clamp the lid down on expansion of 
credit, on easy money and on these other 
factors unless and until there is a change 
in public opinion, a change in political 
pressure. I venture to guess that such 
a change is in the process of formation 
now, and that the trend will be accen- 
tuated over the next year or two, a trend 
somewhat along this line; as the farmer 
discovers that he has to pay more for 
his plow and his tractor and his auto- 
mobile and for his overalls and for 
everything that he buys at the store, the 
farmer is going to be up in arms 
against the high cost of living. 


Wage Increases Eaten Up 


“As the wage earner finds that his 10 
percent wage increase is eaten up or 
more than eaten up in higher rent and 
higher prices at department stores and 
higher food costs, there will be a public 
revulsion against the high cost of living 
and I think that public revulsion will 
begin to be apparent to everybody by 
autumn of this year because by then for 
the first time the merchandisers of this 
country will be passing on to the con- 
sumer the full brunt of the higher cost 
of doing business on this wage level and 
this raw material commidity price level 
and this tax level, and you will get the 
first taste of public revulsion against the 
rising cost of living in the latter part of 
1937. 

“If that trend continues as I think it 
will, we will reach a point where there 
would be very strong political pressure 
to put the brakes on the rising cost of 
living. If I read the newspapers this 
morning aright, the feel of that problem 
has already reached Washington and it 
is going to be popular politics to attack 
the profiteer, to attack the high cost of 
living, to do everything possible to pro- 
tect the common man against the ad- 
vance in the price level. 


Response to Political Pressure 


“When that political pressure becomes 
really strong in this country, then the 
managers of the currency will be re- 
sponsive to that state of mind. I don’t 
think that education will change the 
state of public opinion around. I don’t 
think that propaganda will change it 
around. I think just the natural drift 
of forces, the effect of the high cost of 
living upon public opinion, will estab- 
lish a wave of political pressure in the 
other direction so far as monetary pol- 
icy is concerned.” 

There are three methods by which an 
excessively rapid rise of commodity 
prices can be curbed in this country, 
Dr. Edie said. These are by tha gold 
policy, the budget policy and by a credit 
policy. As to gold, he said that the no- 
tion that its price could go to fantastic. 
heights has been knocked into a cocked 
hat and that the idea has now percolated 
to the minds of the financial world that 
it is only a question of time before the 
$35 price of gold has to fall. 


Smaller Deficit Favorable 


As to the federal budget policy, Dr. 
Edie said that the smaller size of the 
deficit for the fiscal year of 1938 is such 
as to dispel the idea of runaway infla- 
tion for the next 12 to 18 months. On 
the credit policy side he pointed out that 
credit contraction, not credit expansion, 
has been the rule since January, 1937. 

While there can be much speculation 
as to the reasons for this arresting of 
the great wave of credit expansion, he is 
inclined to attribute it to the fact that 
the capital assets of the banking system 
would not permit any more credit ex- 





pansion. There is no legal ratio be- 
tween the deposits assets of a bank and 





Agents Answer Questions 
Regarding Life Insurance 








C. B. Mac Phail, educational director 
of the Great American Life, San An- 
tonio, Tex., recently sent out a ques- 
tionnaire to a number of agents of 
various life companies, covering funda- 
mental points in the business. He read 
some of the answers he had received at 
the Southern Round Table of the Life 
Advertisers Association in: Nashville. 
Here are a few specimens: 

Q. What was the original purpose 
that prompted the development of life 
insurance? 

A. To pay taxes. To make money. 
To pay the undertaker. So your wife 
wouldn’t have to get married again. 

Q. Name the different types of old 
line legal reserve life companies in ex- 
istence today. 

Fraternal assessment, fire 
casualty, Lloyds and mutual aid. 

Does the application become a 
part of the policy on issue? (Give rea- 
son in addition to answer.) 

A. No, the woman might have lied 
about her age. 


and 


Q. What is the _ incontestability 
clause? 
A. It means that applicant cannot 


engage in a contest. 

Q. What is the difference between 
an original and contingent beneficiary? 

A. An original beneficiary is a man’s 
wife; while the contingent beneficiary 
is his girl friend. 

Q. If the insured names no individ- 
ual beneficiary, what becomes of the pro- 
ceeds in event of death? 

A. The government gets them. 

Q. What is meant by the privilege 
of assignment? 

A. It means that the policyholder 
can sign up for some more life insur- 
ance later if he is in good health. 

Q. How much is payable in event of 
suicide within one year? 

Nothing. How can you pay any- 
thing if you commit suicide—you'll be 
dead? 

Q. How many ways can the pro- 
ceeds of a policy be paid when it be- 
comes a claim? 

A. Two ways—by check or in cash. 

Q. What is meant by extended in- 
surance? 

A. That’s where you take a note for 
the first premium and pay the nets 
yourself. 


May Is Zimmerman Month 


May has been set aside as “Zimmer- 
man Month” by the entire agency force 
of the C. J. Zimmerman office in New- 
ark, of the Connecticut Mutual Life, 
in recognition of his leaving the agency 
about the middle of June to take the 
Chicago general agency. The Paul San- 
born agency in Boston for the same 
company has jointed in a contest with 
the Zimmerman agency in honor of Mr. 
Zimmerman, who is a personal friend 
of Mr. Sanborn. 








the capital assets but there is a conven- 
tional ratio, a ratio dictated by prudence 
and sound, conservative bank manage- 
ment, and as soon as credit expansion 
had reached the limit permitted by the 
existing capital assets, that limit dic- 
tated by prudence and sound banking 
asserted itself. The limit was reached in 
December. 


Velocity Held Unimportant 


Dr. Edie said that he is convinced that 
the “velocity” of bank deposits has lit- 
tle connection with inflation, pointing out 
that if you have three sales between the 
manufacturer and the retailer in order 
to get a pair of shoes from the factory 
into the consumer’s hands everytime 
there is a sale, there is a turnover of 
both shoes and of money and there is 
no reason in common sense why there 
should be any change in the price level 
merely because of the additional turn- 





over. 




























..not MY son” 





It’s only human to feel that all things’ 
would come to anend if we died. But 
they won't! Children must live even 
if parents die. They will still get 
hungry, sleepy, tired, and need the 
home and care you provide. 

You can’t arrange for anyone ever 
to take your place. But here's some- 
thing you can do: Appoint Bankers 
Life financial-foster-father to your 
child; let this company guarantee a 
monthly income to your wife; let us 
contract to pay educational expenses 


IF YOU'RE A PARENT, you will want 
toread the rest of this advertisement. 
The thoughts it will bring to your 
mind may change 
the whole course 
of a child’s life. 

Ayear ago this 
was a different 
i boy... that was 
before his Dad 
died. Funny 
thing about his 
ite Dad. He was al- 





seiko wih hoon re ways so proud if youcan’t. Our Double Duty Dollar 
of this boy, ambitious for him, al- Plan provides all of these benefits for 
ways dreaming of his future. * the protection of your family, 


or a monthly income for you if 
you live to Retirement Age. 


But no one in good health 
thinks very much about death, 


Sannene s17e compane 


BankERS Lire COMPANY 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY. 
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Reproduction of our half-page advertisement in 
the May 1st Saturday Evening Post. 
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Actuary Has Busy Period in Store 


(CONTINUED FROM PAGE 3) 





curring profits arising from called 
securities and the sale of other 
securities ? 

b. Are newly purchased bonds 
amortized to the call or maturity 
date? 


Factors of Expense 


II. Expense. 
(1) What has been the recent expe- 
rience as to the cost of collecting 
premiums in installments? 
a. rural production offices? 
b. metropolitan production offices? 
Has any substantial saving in ex- 
pense resulted from such a meth- 
od? 
(3) What steps have been taken 
along the following lines in an 
effort to reduce the cost of collect- 
ing premiums? 
a. Elimination or revision of pre- 
mium extension practices? 
b. Increase in minimum premium 
for which a policy will be issued? 
c. Other changes? 
(4) What is the trend for changes 
from annual premiums to fractional 
premiums. and vice versa? 


Family Income Sales 


III. Production. 

(1) a. Are term, family income, and 

family maintenance types of poli- 
cies increasing in popularity? 
b. What is the practice of the 
companies in allowing the com- 
mutation of installments under fa- 
mily income and family mainte- 
nance polices? If commutation is 
allowed, may this commuted 
value be redistributed under a set- 
tlement option? 

(2) Replacements 
a. Is the replacement problem di- 
minishing? 
pb. What is the present practice in 
regard to allowing commission on 
replaced business? 

(3) Have companies found them- 
selves handicapped in the sale of 
new business on account of in- 
creased surrender charges? 
(4) Assuming present legal difficul- 
ties are met, would it be practical 
and advantageous to issue life in- 
surance policies without cash or 
loan values? What changes, if any, 
might be made in the rates on this 
account? 


Settlement Options 


IV. Settlement options. 
(1) To what extent are claims 
(death and maturity) being settled 
by opfional modes? How are the 
elections distributed by type of op- 
tions? Under death claims, what 
percentage of these elements were 
made by the insured and the ben- 
eficiary respectively? 
(2) To what extent are elections be- 
ing filed by the insured. 
a. when the policy is issued and 
b. subsequent to issue? 
(3) Is it advisable to permit elec- 
tions of settlement options of a na- 
ture not specifically provided in the 
policy? 
(4) If the proceeds of a policy are 
left with the comany by a benefi- 
ciary reserving the right of with- 
drawal, what is the practice of com- 
panies in respect to 
a. Requests for partial withdraw- 
als of the principal sum? 
b. Rights of a beneficiary to name 
a ‘beneficiar yto receive any pro- 
ceeds remaining at death? 
c.lf the right to name a benefi- 
ciary is granted, can a change in 
beneficiary be made later? 
Accounting Methods 
V. General. 
(1) What expression has there been 
in accounting methods and detail in 
order to prepare 
a. the income tax information re- 








turns required from an increasing 

number of states, and 

b. the payroll taxes imposed by 

the federal government and an 

increasing number of states? 
(2) To what extent is the outmoded 
gain and loss exhibit responsible 
for unjust criticism of the life insur- 
ance business? 
(3) What methods are used for ver- 
ifying the results obtained by at- 
tained age method of valuation? 
(4) What methods have been found 
for handling the valuation of annui- 
ties on perforated cards? 
(5) What precautions are taken to 
preserve proof of mailing premium 
notices under laws similar to that of 
section 92 of the New York insur- 
ance law? What effect have such 
statutes had in company litigation 
and what effect are they likely to 
have? 


Subjects of New Papers 


R. B. Robbins will give a paper on 
“Social Insurance in Great Britain and 
Its Bearing on American Problems.” 

C. O. Shepherd. associate actuary, 
Travelers, will give a paper, “The Con- 
vention Statement of Life Insurance 
Companies.” F. D. Kineke, Prudential 
will present a paper, “The New Indus- 
trial Policy’; and Walter O. Menge, 
University of Michigan, will give a 
paper on “A Statistical Treatment of 
Actuarial Functions.” 

W. O. Dunlap, Metropolitan, will dis- 
cuss a previous paper on “The Under- 
writing of Group Life and Group Acci- 
dent and Health Insurance.” 

W. A. Jenkins, who has just left the 
Lincoln National to go with the Teach- 
ers Insurance & Annuity, will discuss 
the paper on “Note on Profit Margins 
by Size of Policy.” 

S. Shannon will discuss a paper on 
“Judicial Interpretation of Annuity Con- 
tracts.” 

E. G. Fassel, Northwestern Mutual, 
will discuss a paper on “Actuarial 
Notes: Interpolated Value of Unex- 
pired Extended Insurance Found by 
Projection of Basic Value.” 


Great American Life, Texas, 
Has Educational Institute 


The Great American Institute, found- 
ed as an educational institution for pros- 
pective, new and veteran field men, is a 
non-profit organization maintained ex- 
clusively by the Great American Life of 
San Antonio, Texas, with 'C. E. Becker 
as president; W. J. Hiller, the compa- 
ny’s secretary-actuary, as principal, and 
C. B. MacPhail, educational director. 

Prominent San Antonio and Texas 
citizens comprise an honorary board of 
trustees. 

Names of prospective life agents are 
submitted to the institute by trustees 
and others. Each prospective agent is 
required to pass an entrance examina- 
tion before he can become eligible for 
the courses prescribed. Each student 
must make a grade of 85 percent or 
more to be eligible. He is then given 
a 6-day course in the fundamentals of 
life insurance, the institution as a whole, 
its scope of service, policy contracts, 
and a broad treatment of the business, 
before he is permitted to contact the 
public. For the first six months he 
is required to attend the institute’s 
night school, held two nights each week. 
This latter study deals with sales tech- 
nique, etc. 

At the completion of the first six 
days’ study the agent is assigned a debit 
in the Great American’s industrial de- 
partment, and as his adaptability for or- 
dinary production becomes more obvious 
he is transferred to the ordinary depart- 
ment, either in San Antonio or in some 
selected out-of-town territory. 

All but three of the students in the 





original class are still with the company. 
Of the three who are not now there, two 
died in service and the third moved to 
another state. 


All Premiums, No Claims 


NEW ORLEANS, May 13.—Police 
have arrested Rev. Claphin Carnay, 68- 
year-old Negro, on a charge of operating 
an industrial insurance company with- 
out a license. The reverend admitted 
that he had collected $500 a month for 
over 12 years and had never paid a 
benefit or death claim. He operated 
the Golden Banner Sick, Accident & 
Death Insurance Company. 


DeCelles “Won’t Resign” 
Commissioner DeCelles of Massachu- 
setts has been featured in sensational 
headlines in Boston the past two weeks 
in connection with a legislative investi- 
gation of the defunct Commonwealth 
Mutual Liability. Much of the testimony 











reflected upon Mr. DeCelles and the re- 
port had been heard that he is prepared 
to resign as commissioner. Last week 
he issued a statement declaring he had 
no intention of resigning. The testimony 
that Mr. DeCelles gave when he was 
on the stand was contradicted by sub- 
sequent witnesses. The commissioner 
stated that he will ask to be recalled 
before the committee. 


Litchford With Ohio National 


W. M. Litchford, until recently man- 
ager of the Jefferson Standard Life at 
Nashville, has become manager of the 
Ohio National agency in that city. 

In 1916, Mr. Litchrord entered the 
life insurance business with the Inde- 
pendent Life at Nashville, and in 1917 
was made agency manager with head- 
quarters at the home office, serving in 
this position until 1919 when he resigned 
to organize and become manager of the 
Nashville agency of Jefferson Standard. 




















THIS IS OPPORTUNITY 


Life Insurance Week begins next Monday, 


May 17th. 


Six days of special opportunity for those 
who, inspired by their calling, seek to 
be of help to those who need their 


counsel. 


Life insurance men know the merits of the 
protection they have to sell, but there 
are thousands of men and women who 
are not mindful of its manifold advan- 
tages. Perhaps they would like to know 
something about it. 


WHY NOT TELL THEMre 
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Changing Color of Life Insurance Week 


Ir was JuLtrus H. MEyEr, general agent 
of the New Enctanp Mutuat LIFE in 
Chicago, we believe, who stated that in 
his opinion Lire INSURANCE WEEK should 
be sentimentalized rather than capitalized. 
Many feel that Life Insurance Week can 
be made a much more efficacious instru- 
ment for service and education if the com- 
mercial aspects are submerged or kept in 
the background. It is true that heretofore 
companies and agents have used it as a 
goad to further production. The great 
question has been after Lire INSURANCE 
WEEK, “How much business did you get?” 
This has put Lire INsuRANCE WEEK in 
the same category with other “weeks” 
which are purely mercenary. 

Lire INSURANCE WEEK can be well dedi- 
cated by companies and agents to develop- 
ing the higher and more professional as- 
pects of the business, allowing salesmen 
to carry its benign message here and there, 
not merely to their own policyholders but 
to those who have a real interest in life 
insurance and are anxious to know what 
it is doing for them. This gives the op- 
portunity for a wider distribution of in- 
formative and educational material. It al- 
lows field workers to point out the versa- 
tility of life insurance, to show what it 
can accomplish in so many different ways. 
Lire INSURANCE WEEK offers the privi- 
lege of insurance men going to policy- 
holders where they feel a distinct serv- 
ice can be rendered or information can be 
given without the thought of trying to 
sell the clients anything. 

Summed up in a nutshell, Lire INsur- 
ANCE WEEK should be dedicated, in our 
opinion, to inquiring of policyholders and 


people in general what can be done for 
them rather than trying to persuade policy- 
holders to do something for the solicitor. 
With the mercenary and commercial mo- 
tive greatly subdued Lire INSURANCE 
WEEK will then rise to new heights of 
usefulness. 

People get the idea that they are being 
sought out by life insurance men with the 
thought of being sold additional life insur- 
ance during this special week. When life 
insurance salesmen can go to people and 
unselfishly say that they are not soliciting 
but helping, there will be a new color to 
the conversation. 

Another aspect looms up and that is the 
use of life insurance in making various 
bequests. People these days are rather 
reluctant in their wills to leave bequests 
to institutions of various kinds in which 
they are interested on account of the 
changing inheritance and estate tax reg- 
ulations and laws. They do not know 
what may happen to their entire estate. 
Through the medium of life insurance be- 
quests can be made to an institution and 
the premium deducted from the income 
tax. The institution becomes the abso- 
lute beneficiary. Life insurance men can 
give their service during Lire INSURANCE 
WEEK to presenting this form of bequest in 
favor of institutions. 

Let Lire INsuRANCE WEEK. therefore 
become a life insurance message week, 
so to speak. Let it be so charged with 
helpfulness and desire to assist in every 
possible way to enlighten policyholders and 
to give them a broader and better outlook 
and knowledge of what this great plan of 
beneficence and protection can do. 


More Detail Expense Involved 


Home offices of life companies realize 
that during the last few years there has 
been an increasing ammount of detail 
necessary to keep the machinery going. 
There is more salary savings deduction 
insurance written, which means far 
more clerical items. Then many people 
are paying premiums on their regular 
insurance on the monthly plan; which 


makes a greater number of entries. Fur- 
thermore the increasing scope of the 
monthly payment plan of benefits to 
beneficiaries, the rather complicated de- 
mands that beneficiaries make in the 
choice of a settlement option has en- 
tailed far more labor on the actuarial, 
legal and accounting departments of a 
company. 


Want Sole Responsibility 


THE wrangle that has developed in the 
Oklahoma insurance board is another 
indication of the folly of not regarding 
the insurance department on an equality 
with other bureaus in the state and put- 
ting it in charge of one man as com- 
missioner, who can be held responsible. 
Wherever there is dual responsibility 
or where the department is subordi- 
nated to a director who has under his 
jurisdiction probably two or three other 


departments, dissatisfaction has resulted. 

The business of supervising insurance 
is a major one. It requires responsibil- 
ity of the highest order. Where a com- 
missioner is a lieutenant of someone 
else or his responsibility is divided with 
a commission or board, there is always 
confusion, lack of unity and harmony. 
Some years ago Illinois placed its in- 
surance department under control of the 


the experiment it was soon discovered 
that a serious error had been committed. 
The legislature wisely restored the in- 
surance department to its former posi- 
tion and put it in direct charge of a 
commissioner. In so important an un- 
dertaking as insurance, state supervision 
should be not only efficient but there 
should be some one person held re- 
sponsible. 

In Oklahoma the three members of 
the Oklahoma insurance board are all 
excellent men. Any one would make 
an excellent commissioner. The com- 





missioner is elected by the people. The 
other two members are appointed by the 
governor. It often happens that there 
is a conflict of political affiliation in this 
varied complexion. There is no insyr. 
ance department that is subordinated to 
a director or no state insurance boar4 
composed of two or more people that 
functions as successfully and efficiently 
as it would if the commissioner is qj. 
rectly responsible to the governor or to 
the people. We should be able to place 
a finger on one man and give him fy] 
responsibility. 








PERSONAL SIDE OF BUSINESS 





The southern California agency of the 
Aetna Life in Los Angeles celebrated 
the 60th birthday of General Agent 
Wilmer M. Hammond by honoring him 
with a shower of 158% applications for 
new insurance. The girls of the cash- 
ier’s office presented him a _ birthday 
cake. 


J. W. Kinsinger, general counsel Mid- 
west Life of Nebraska, has been elected 
a member of the city council of Lincoln, 
being the only one of seven insurance 
candidates to survive both the primary 
and the election. 


Elmer B. Stephenson, 79, former 
president of the Security Mutual Life of 
Nebraska and later chairman of the ex- 
ecutive committee, died at his home in 
Lincoln. Mr. Stephenson had been an 
important figure in the financial and 
political world of Nebraska for more 
than 40 years. He had served as city 
treasurer of Lincoln four years and fed- 
eral internal revenue collector for Ne- 
braska for a like period. He represented 
the Northwestern Mutual Life as its 
state joan agent for nearly 20 years. He 
formed a group of Nebraska financiers 
who took over control of the Security 
Motual Life in 1918. His son, Byron 
Stephenson, has been president of the 
Sccurity Mut.al for the last three years. 


William F. Hoover, 64, president 

Cleveland Life Underwriters Association 
and district manager of the John Han- 
cock Mutual Life, died at a Cleveland 
hospital, where he had been taken after 
a heart attack. 
He started with the John Hancock in 
Chicago, going to Cleveland about 20 
years ago. For many years he took an 
active part in association activities and 
in 1935-6 was treasurer of the Cleveland 
Life Insurance Executives Club, an or- 
ganization of managers and_ general 
agents. He became president of the life 
underwriters association last July. 
Burial was at Lancaster, Pa., 
birthplace. 


his 


Fred Holderman, unit manager for 
the A. M. Embry agency of the Equit- 
able Life of New York, Kansas City, 
placed first among the 129 unit mana- 
gers in the Central Department in April. 
This is the second time Mr. Holderman 
has been the recipient of the presidential 
award for outstanding performance as 
a unit manager. 


George L. Hicks of Nashville, Tenn., 
died after two months illness. After be- 
coming associated with the Life & Cas- 





director of trade and commerce. After 


ualty of that city he opened the south- 


eet 


ern territory for the company, being lo- 
cated at Columbus, Miss., and then was 
sent to Coiumbia, S. C., as state man- 
ager. He returned to Nashville in 1929 
and was made treasurer of the Life & 
Casualty. In 1923 he resigned to be- 
come Nashville manager for the ‘Cotton 
States Life, Lincoln Life and Dixie. 
Atlas. 


Col. W. L. Raeder, district manager 
of the Mutual Life of New York at 
Scranton, Pa., died at the age of 83. He 
had been in the life insurance business 
about 20 years. 


Rollin M. Clark, who resigned as first 
deputy of the New York insurance de- 
partment, has now taken up his new 
work in Chicago as assistant comp- 
troller of the Continental ‘Casualty and 
Continental Assurance. He has taken 
a residence at 1041 Locust Road, Wil- 
mette, a Chicago suburb, in the Indian 
Hill estates. Mr. Clark joins his for- 
mer associate with the New York de- 
partment, Joseph Bill, who was deputy 
superintendent in charge of the liquida- 
tion department, and is now attorney 
for the Continental Casualty. 


O. T. Wilson, general agent of the 
Empire State Mutual Life of James- 
town, N. Y., at Buffalo, died at the age 
of 62. He gained his first insurance 
experience with the predecessor of the 
company, the Empire State Life. Later 
he was general agent for the Buffalo 
Mutual but for some time past repre- 
sented the Empire State Mutual. He 
was treasurer of the Buffalo Life Man- 
agers Association. 


John A. Hartigan of St. Paul, super- 
visor of agencies of the Equitable Life 
of New York, and a former Minnesota 
commissioner, who spent nearly 10 
months in a St. Paul hospital, is now 
gradually recovering at his home there. 

Representatives of the insurance press 
tendered a luncheon to James A. Beha, 
recently retired as general counsel of the 
Association of Casualty & Surety Exec- 
utives and of the National Bureau of 
Casualty and Surety Underwriters to 
reengage in private law practice, in New 
York City. It was arranged by E. M. 
Ackerman, of the “Insurance Field,” 
and Robert ‘Monaghan, director of pub- 
licity of the Association of Casualty & 
Surety Executives, as toastmaster. Mr. 
Beha, during his connection with those 
associations and for the preceding years, 
as superintendent of the New York de- 
partment, was a prime favorite with 





newspaper men; freely discussing with 
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them at all times proper subjects for 
publicity. He has established his law 
office at 90 Wall street, close to the in- 
surance center. 


Goff R. Savage, 67, former traveling 
adjuster for the Aetna Life and the 
Lincoln National Life, died at his home 
in Portsmouth, N. H. He retired in 
1930. 


Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life, was 
one of the speakers at the sales con- 
gress of the New York State Life 
Underwriters Association in Buffalo last 
week. He was on the program of the 
sales congress in Davenport, Ia. May 
g, and on May 12 he spoke to the Man- 
agers Association of Madison, Wis. Mr. 
Coffin will also speak at the Life In- 
surance Week meeting of the Indian- 
apolis Life Underwriters Association. 


Isaac Miller Hamilton of Chicago, 
president of the Federal Life, who has 
been on a trip around the world, is in 
London this week witnessing the coro- 
nation ceremonies and parade. He in- 
tended returning to New York on the 
ill-fated “Hindenburg” Zeppelin at the 
end of this week. However, the inter- 
national Rotary convention will be held 
in Nice, France, June 6-11 and he has 
decided to attend that as he is an enthu- 
siastic Rotarian and there will meet his 
fellow member, R. E. Vernor, manager 
of fire prevention department of the 
Western Actuarial Bureau, Chicago, 
who is immediate past president of the 
Chicago Rotary Club. 


Commissioner Blackall of Connecti- 
cut will give a 15-minute address over 
radio station WTIC May 17 at 6:45 
p. m., in the first of a series of broad- 





casts marking Hartford’s observance of 
Life Insurance Week. 


B. F. Hadley, Jr., general agent Equi- 
table Life of Iowa at Columbus, O., has 
been elected president of the Ohio Jun- 
ior Chamber of Commerce. He has 
been first vice-president. 

C. L. Benner, vice-president of the 
Contineatal American Life of Wilming- 
ton, Del., will speak at the annual con- 
vention of the Ohio Bankers Associa- 
tion in Columbus May 19-20. 

Arthur D. Sutherland, Detroit man- 
ager Home Life, has been elected presi- 
dent ot the Downtown Lions Club of 
Detroit. 

Members of the Atlantic agency of 
the Atlantic Life of Richmond, held 
“open house” in -honor of the return of 
Angus O. Swink to production work as 
head of the agency following his resig- 
nation as president of the company. 
Representatives of other companies as 
well as many prominent business peo- 
ple called to extend compliments to IMr. 
Swink. Head of the agency for 20 years 
before becoming president of the Atlan- 
tic, he was rated as one of the premier 
producers of the south during that pe- 
riod. He expects soon to be hitting his 
old stride again. 


W. M. Brooks, one of the premier 
producers of the Neil D. Sills agency of 
the Sun Life of Richmond, Va., former 
president of the Richmond and Virginia 
Associations of Life Underwriters, is a 
candidate for the legislature in the 
Democratic primary this summer. 
Nomination in the primary will be tan- 
tamount to election. 








NEWS OF THE COMPANIES 





Report Is Made on Franklin 


Convention Examination of the Com- 
pany Shows It Is in Excellent 
Financial Condition 








A convention examination has been 
made of the Franklin Life of Spring- 
field, Ill., by Illinois, Georgia, Kansas, 
as of Dec. 31. The assets are $33,775,- 
321, capital $250,000 and net surplus 
$906,774. In the summary of the ex- 
amination the examiners say that the 
policyholders’ interests are amply pro- 
tected: They find that the present cash 
position is ample for current operating 
needs and surplus funds are being in- 
vested in liquid securities. Administra- 
tion and agency expenses have been re- 
duced and careful underwriting practices 
have resulted in favorable mortality ra- 
tios. The claims indicate that the pol- 
icy of the company in the settlement of 
just claims is fair and equitable. 

The report shows that the company 
has discontinued business in Mississippi, 
Oklahoma and Pennsylvania, confining 
its operations to 16 states. The Frank- 
lin Life maintains 29 branch offices lo- 
cated in the more profitable territory. 
Its premium income last year was $4,- 
494,794 and total income $6,499,374. It 
paid policyholders $1,575,137 and _ its 
total disbursements were $4,613,434. Of 
its assets $6,571,738 is real estate, $9,- 
801,465 mortgages, $6,955,073 policy 
loans, $8,161,750 bonds, $551,757 cash. 
Its insurance in force is $172,016,295, 
new business $21,113,810, mortality ra- 
tio 51.28, ratio of first year commissions 
to new premiums 54.3, ratio of renewals 
to renewal premiums 3.7. 

The Franklin Life is one of the first- 
class western companies, well managed, 
the officers being conscientious and 
competent. 





Life Company Notes 
_The Expressmen’s Mutual Life of New 
York hag been licensed in Iowa. 
_ Attorney Roger J. Whiteford of Wash- 
ington has been elected a director of 
the Acacia Mutual Life. 





Flurry on Action on Liens 





Disgruntled Policyholders Endeavor to 
Make Trouble for the Colum- 
bian Mutual Life 





The Columbian Mutual Life of Mem- 
phis has now sent out an official notice 
that it has been found necessary to 
place a lien of 100 percent on the life 
reserves, effective March 16, 1937, on 
all fraternal policies issued by the Emi- 
nent Household of Columbian Wood- 
men, the Columbian Woodmen of Mis- 
sissippi and the ‘Columbian Mutual 
Life Assurance Society, which were is- 
sued prior to the change to the legal 
reserve basis and the adoption of the 
present name. 


SUIT BY POLICYHOLDERS 


MEMPHIS, May 13.—On an allega- 
tion of insolvency because of inefficient 
management and poor investments, four 
old fraternal policyholders of the Co- 
lumbian Mutual Life have filed petition 
for receivership. The action provoked 
an immediate denial by G. W. Clayton, 
president, who pointed to a convention 
examination as of March 16, 1937, as 
proof of the company’s ability to meet 
its obligations. Included in the bill of 
complaint is the assertion that the com- 
pany violated its contract with holders 
of policies of predecessor societies by 
imposition of a lien equal to net equities 
and bearing 5 percent interest. 

L. T. Binford was president of the 
Columbian ‘Mutual Life when it was 
established to replace the old society. 
He retired some time ago because of 
failing health. Mr. Clayton has been 
associated with the company and _ its 
predecessors a quarter-century. 

The petition charged that “insolvency 
has arisen as a result of inefficient man- 
agement and poor investments . .. and 
not by reason. of inadequate premium 
rates.” 

Mr. Clayton in his formal statement 
expressed surprise that counsel of the 






















Fear 


IS THE MOST 
POTENT 

ENEMY OF 
MANKIND ... 





THROUGH THE SUN LIFE OF CANADA, thou- 
sands of men and women all over the world 


have co-operated by means of Life Insurance 


anxiety for the morrow. Their future, what- 
ever it may hold, is planned to meet the un- 
foreseen. Loved ones are cared for, old age 


to overcome that common insidious fear— 
is safeguarded, homes are secured. 
' 












Pertinent is a quotation 
admonishing a man to realize that he 
is paid to work for himself, not for 
somebody else. Here is a sound 
philosophy that countless life under- 
writers could apply greatly to their 


profit and progress. 





Home Office: RICHMOND 
BRADFORD H. WALKER, President 
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Opportunity Is Knocking! 


It Is Pounding On the Doors of 


Men Who Are Willing to Pay 
the Price of Success 





Bankers National Life Insurance Company, a recommended 
Company, offers the opportunity of a lifetime to good men who 
want to be successful general agents. 

Big success carries a corresponding price tag. The price is 
work, initiative, vision, perseverance. ; 

If you feel there is no further opportunity for growth in your 
present connection, if you have a record of $100,000 of paid-for 
personal production in 1936; if you have family responsibilities 
and a residence in either Pennsylvania, New Jersey, Rhode Island, 
Maryland or Delaware, you are one of the men we want to talk 
to at once. 

Address 


William J. Sieger 


Vice President and Superintendent of Agencies 


Bankers National Life Insurance Company 


Montclair, New Jersey 
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petitioners did not consult him or the 
company’s general counsel before filing 
the petition. “We were not shown the 
courtesy of a conference in which I be- 
lieve we could have easily pointed out 
to them the lack of merit and equity 
in claims or contentions of these few 
members,” he said. 

“The company has recently been ex- 
amined as provided by law by the in- 
surance departments of Tennessee, Mis- 
sissippi and Alabama. The report of this 
examination filed as of March 16, 1937, 
states: ‘We find that the company is in 
a solvent condition and possessed of a 
surplus policy reserve of $149,614.38 
composed of $50,000 surplus and $99,- 
614.38 contingency reserve.’ 

“The company is prepared as shown 
by this report to meet every legitimate 
obligation and to go forward in a larger 
way than has been true at any time 
since the depression.” 


Commissioner Williams’ Statement 


Commissioner Williams of Mississippi 
takes issue with policyholders who filed 
the receivership petition. 

“This suit should be defensible in any 
court of justice,” he said, “and I be- 
lieve the courts will uphold findings of 
insurance departments and declare the 
company solvent.” 

The examination report set up assets 
at $5,282,074, surplus to policyholders of 
$149,614, insurance in force of $26,208- 
078, and $10,737,540 of accident benefit 
policies in force. Since organization, 
the company has paid $12,515,084 to pol- 
icyholders. 





Decides to Add Participating 





Continental Assurance of Chicago Will 
Open Its New Department This 
Coming Autumn 





The directors of the Continental As- 
surance of Chicago have officially au- 
thorized the establishment of a partici- 
pating life department and have given 
their approval to the plans governing it. 
It expects to start writing particpating 
business Oct. 1. It will continue its non- 
participating department as well. Presi- 
dent H. A. Behrens, in commenting on 
the departure, said that the company 
broadens its field and increases the op- 
portunities of its agents. Further, he 
said, “In spite of the low cost of life 
insurance in its non-participating de- 
partment and the fact that the cost is 
guaranteed, there undoubtedly is a very 
definite demand on part of many for 
participating forms.” 





To Take Over National Thrift 


Reinsurance Contract Made With Royal 
Highlanders, Now Transformed 
Into Mutual Company 








LINCOLN, NEB., May 13.—Formal 
approval has been given by Insurance 
Director Smrha of the procedure by 
which the Royal Highlanders was trans- 
formed from a fraternal into a mutual 
life company. Approval was also given of 
the change in article of incorporation 
and a license to operate as a mutual 
company issued. 

The Highlanders has reserves in ex- 
cess of those required for mutual life 
companies, including contingency and 
emergency reserves. It has been pay- 
ing dividends for a number of years to 
a group of policyholders holding what 
are called “ideal reserve certificates.” It 
closed the year with $7,364,000 insur- 
ance in force on 8,017 policyholders; 
assets $4,581,892, including $2,026,075 in 
bonds and securities and $2,173,839 in 
loans and real estate; “ideal reserve” 
$3,869,742, emergency fund $575,000 and 
general fund $87,221. It operated in the 
District of Columbia, Iowa, Kansas, 
Missouri, Oregon, New ‘Mexico, Mon- 
tana, Washington, Idaho, Oklahoma, 
Colorado, Wyoming and Washington. 
Director Smrha has also approved a 











contract of reinsurance by which the 
Royal Highlanders takes over all of the 
assets of the National Thrift Assurance 
of Omaha and assumes all its liabilities, 
The National Thrift company records 
will be kept separate. All losses and 
expenses of administering its affairs will 
be charged against its surplus reserve 
and if that is not sufficient, the excess 
will be amortized out of future trans. 
actions involving these policies. 

The director has ordered that the 
proposal be submitted to all policyhold. 
ers in the National Thrift, which is 4 
mutual, and final action will be taken at 
a meeting of policyholders June 5. 

C. E. Griffey is president of the Na. 
tional Thrift Assurance; J. B. Redfield, 
secretary, and J. B. Fradenburg, treas- 
urer. It has $1,358,193 insurance in 
force, admitted assets of $492,850 and 
unassigned surplus of $23,495, 


Rural Bankers Life Moves 
from Chicago to Dixon, Ill, 








The head office of Rural Bankers Life 
of Illinois has been moved from Chi- 
cago to the New Rorer building at 
Dixon, Ill. At the same time residents 
of Dixon became largely interested in 
the company. The move was made an 
occasion for a campaign for business in 
the new home city. About $500,000 of 
insurance was written there. 

John V. Sees of Huntington, Ind, 
who also operates a company by the 
name of Rural Bankers Life in his own 
state, continues as president. R. §, 
Kline, formerly the owner of a whole- 
sale business in Dixon, is vice-president 
and general manager. Sapp of 
Huntington, Ind., is succeeded as secre- 
tary by C. A. Mellott, formerly proprie- 
tor of a furniture store in Dixon. How- 
ard Byers, treasurer, is cashier of the 
Dixon National Bank. 

Other directors are George H. Pres- 
cott, filling station proprietor of Dixon; 
Mrs. Mabel Shaw, publisher Dixon 
“Telegraph”; Charles Schoaf, grocer; 
John Moyer, former postmaster at 
Dixon, and Dr. Howard Edwards of 
the same city. 

Rural Bankers was organized in 1934 
under the 1927 assessment life company 
act. It must meet certain reserve re- 
quirements, which however do not con- 
stitute a cash demand liability. 





Beneficial in New Quarters 


SALT LAKE CITY, May 13.—The 
Beneficial Life is moving to the ground 
floor of the Beneficial Life building, lo- 
cated opposite the Mormon Temple, and 
$50,000 is being expended on remodel- 
ing its new quarters. 

George J. Cannon, executive vice- 
president, said the company’s renova- 
tion plans include a marble lobby and 
stairway, remodeled front on South 
Temple street and Richard street, the 
installation of a business machine de- 
partment in the basement, and removal 
of the main office to the ground floor. 
The front of the building will have a 
terra cotta ornamentation, and a large, 
fireproof vault for company records will 
be constructed. 

The Beneficial has been located in the 
building, formerly known as the Ver- 
mont building, since it was built in 1910. 
It purchased the structure about a year 
ago. 


Fraud Orders Issued 


DENVER, May 13.—Fraud_ orders 
have been issued by the _postoffice 
against the Frontier Mutual Life, bene- 
fit insurance outfit operating in Denver 
me Pueblo. Jay L. Ambrose is presi- 

ent. 


Old Line Life’s First Quarter 


MILWAUKEE, May 13.—At the 
quarterly meeting of directors of the Old 
Line Life of America, President John 
E. Reilly reported assets of $19,672,264, 
a gain of $189,713 for the quarter. In- 
surance increased in force to $75,526,685, 
while accident and health premiums 
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—_— 
gained 12 percent over the first three 
months of last year. Gross income was 
$796,901, a gain of $33,345. Payments 
to policyholders and beneficiaries were 
$330,000. 


Decide on Pacific Mutual Soon 


ST. PAUL, May 13.—Commissioner 
Yetka of Minnesota expects to decide 
within a month whether the new Pacific 
Mutual Life will be licensed in ‘Minne- 





sota. He has instructed William Cor- 
coran, New York, advisory actuary for 
the Minnesota department, to make a 
study of the new setup and to report his 
findings at an early date. 

Commissioner Yetka himself went to 
Los Angeles in March to make a per- 
sonal investigation into the Pacific Mu- 
tual setup and brought back a mass of 
material which he has since been exam- 
ining. 











~ Lire AGENCY CHANGES 





Walker Named in Los Angeles 


Home Life of New York Puts Him in 
Charge of Second General Agency 
Just Opened There 





The Home Life of New York has ap- 
pointed R. L. Walker a general agent 














R. L. WALKER 


in Los Angeles, with offices at 609 
South Grand avenue. This is its second 
agency in Los Angeles, thus furthering 
its plan of multiple agency operations in 
large metropolitan centers. Also in Los 
Angeles is the J. G. MacConnell agency, 
510 West 6th street. 

Mr. Walker’s earlier sales experience 
was in the clothing industry in which he 
advanced to merchandising manager 
and buyer for a large firm on the west 
coast. He entered life insurance in 1929, 
becoming a $250,000 producer his first 
year in the business. He was later made 
assistant general agent in Long Beach, 
Cal. in charge of a branch of the Los 
Angeles agency of the Aetna Life. He 
also managed a unit of the same agency 
in Hollywood. 


Johnson Named Minnesota 
Manager of Fidelity Mutual 





Ray Johnson becomes manager of 
Minnesota territory for the Fidelity Mu- 
tual Life, with headquarters in 606 
Northwestern Bank Building, Minneap- 
oli, He has had wide experience in 
the business. Prior to entering life in- 
surance work seven years ago he was in 
trust development work, for more than 
seven years being connected with the 
Western Trust Company as manager of 
estates. Then he was manager of new 
business development of the Guarantee 
Trust Company, Detroit and assistant 
vice-president in charge of new business 
of the Metropolitan Trust Company, 
Detroit. In these capacities he worked 
closely with life agents. 

Since entering life insurance in 1930 
he has been a consistent personal pro- 
ducer and agency man. For three years 
he has been in charge of the life de- 
partment of the Wirt Wilson Company, 
a prominent general insurance agency 
of Minneapolis. Starting from “scratch,” 
Mr. Johnson built the department in the 
Past two year to $1,000,000 a year or- 
dinary production, plus considerable 





wholesale and group insurance. Mr. 
Johnson, 38 years of age, was born in 
England, and served in the Royal Air 
Force during the world war. 





Gelpi Named Unit Manager 
The Equitable Life of New York has 
named Paul J. Gelpi a unit manager in 
New Orleans under Manager J. A. 
Bumstead with offices in the Hibernia 
Bank building. Mr. Gelpi has been an 
Equitable agent for 10 years. 





Peterson Under Full Sail 


G. L. Peterson, the new manager of 
the Omaha agency of the Guardian Life, 
has now gotten under full sail. He has 
been in life insurance for a number of 
years in the northwest. He is a native 
of South Dakota. G. P. Ropte is made 
associate manager. 





S. A. Smith Boston Manager 


The Travelers has appointed S. A. 
Smith manager of its Boston branch, 
succeeding W..L. Radcliffe who be- 
comes manager at Yonkers, N. Y. Mr. 
Smith graduated from Alabama univer- 
sity in 1916. He started in insurance 





New Philadelphia Manager 
Has Had Fine Schooling 











H. N. HAMILTON 


H. N. Hamilton, who was formerly 
assistant superintendent of agencies of 
the Union Central Life and becomes 
manager at Philadelphia, has had a wide 
and interesting experience. In 1923 he 
organized the home office school de- 
signed to teach the principles of life in- 
surance practice to employes. This work 
won wide attention so that he was called 
to address the Life Office Management 


Association on the subject of education | 


for insurance employes. He was called 
on to head a committee to establish a 
country-wide school for the training of 
employes. Under his direction the cur- 
riculum was formulated and the courses 
open to students or members through- 
out the country. The Union Central 
has developed a number of successful 
city managers from its agency depart- 
ment at the head office. 








General Agency Opportunities 


open in 
Ohio - Indiana - Kentucky 


Real live wideawake men can secure one of the most profitable 
contracts ever offered, with long time renewals. 


This 33 year old company writes all forms of modern life 
insurance at low net costs, such as: 


Juvenile from one day up. 
Family Income Policies. 

All Limited Pay Lifes. 

All Short Term Endowments. 
Annual Renewable Term. 
Single Premium Annuities. 
Annual Premium Annuities. 
Both Participating and 
Non-Participating Policies. 


Home Office supervision, direct mail advertising, and educa- 
tional helps. 


If you are interested and can qualify write for further de- 
tails to 


S. M. Cross, President 


THE COLUMBIA LIFE 
INSURANCE CO. 


Cincinnati, Ohio 














a National record for 


advance in relative rank 


By moving up NINE places in relative rank among 
the leading 100 Life Companies, the PROVIDENT 
has established a national record in 1937 stand- 
ings, based on recent National Underwriter tabu- 
lations and exclusive of mergers. 


In its 20th year the Life Department has passed 
by a generous margin the mark of over One Hun- 
dred Millions of Life Insurance in force. 


We congratulate our Fieldmen upon this splendid 
showing. 


PROVIDENT LIFE and ACCIDENT 


INSURANCE COMPAN Y 
CHATTANOOGA. TENNESSEE 
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as an agent in Oklahoma City. He 
joined the Travelers in 1923 and was 
successively field assistant and assistant 
manager in Oklahoma City, assistant 
manager Columbus Circle branch, New 
York City, manager of the Bronx 
branch and until his new appointment 
manager in Brooklyn. 





Brewster Building Agency 

Truman S. Brewster, who has been 
placed in charge of the Chicago agency 
of the Monarch Life, has started build- 
ing up the man-power of that agency 
and expects to put on a number of addi- 
tional agents in the near future. He 
has been with the Monarch in Chicago 
for 15 years and has been one of its 
most regular and consistent producers 
of both accident and health and life 
business. 





Nelson Is Bridgeport Manager 


R. E. Nelson, who ranked third 
throughout the country in new paid for 
insurance in April, has been appointed 
district manager at Bridgeport, Conn., 
by the Mutual Life of New York. 





Life Agency Notes 

J. E. Howard has been appointed su- 
pervisor in the Amarillo, Tex., district 
by Capitol Life of Denver. 

The Southern Life of Georgia has 
established an office in Brunswick, Ga., 
with G. T. Tuten, formerly of Savannah, 
as supervisor. 


POLICIES 


Mortgage Insurance Plan 














Travelers Covers Amortized Loans with 
Yearly Renewable, Non-Convert- 
ible Term Policy 





The Travelers is pushing a new mort- 
gage insurance plan which uses yearly 
renewable increasing term in connection 
with an amortized mortgage, so that the 
average additional cost for the insurance 
protection is only about 1 percent of the 
face of the loan. On a 5 percent loan, 
therefore, total interest and insurance 
cost will run only about 6 percent. 

The plan gives very low cost insur- 
ance protection, ranging from $7.69 per 
$1,000 at age 20 to $21.77 at age 55. This 
is non- -convertible, renewable, increas- 
ing term insurance for 20 years which 
the Travelers states should not be ex- 
tended on renewal beyond age 59. The 
rates at quinquennial ages are: Age 25, 
$7.95; 30, $8.30; 35, $8.66; 40, $9.71; 45. 
$11.92; 50, $15.68. These are the rates 
for wholesale one year renewable term. 


Provides Definite Program 


At the start the amount of insurance 
is the face of the mortgage. The policy 
is written to show the increasing amount 
of insurance year by year and the de- 
creasing premium. Therefore the pol- 
icy constitutes a definite mortgage in- 
surance program and shows the mort- 
gagor exactly where he stands each 
year. 

In writing cases under this plan, the 
mortgage amortization plan should be 
explained to the company so it can de- 
termine the policy amount year by year 
and the premium to be inserted in the 
contract. It is emphasized that this is 
a minimum cost insurance plan; if the 
mortgagor desires to have permanent 
insurance and values, which usually will 
figure less actual net cost than the term 
insurance over a period of years, he 
should apply for some other form, such 
as term inspectancy, life expectancy or 
ordinary life in a flat amount, either the 
total amount of the mortgage or some- 
what less, depending on his ability to 
pay premiums and the amount which he 
feels he can “coinsure.” 


J. R. Carroll, Hartford field agent of 
the Aetna Life for 30 years, 
week. 


died last 














LIFE SALES MEETINGS 





New Management Introduced 


Over 500 Attend Special Conference of 
Field Force of Country Life Group 
in Springfield 





More than 500 attended a special all- 
day sales conference of the Country Life 
of ‘Chicago in Springfield, Ill. The an- 
nual conference was held at the same 
place in February, but since that time 
there has been a change in the manage- 
ment and the special conference was 
called so that the field force might be- 
come better acquainted with the new 
setup. 

Country Life representatives also 
constitute the field force of [Illinois 
Agricultural Mutual—the automobile ,in- 
surer—and the Farmers Mutual Rein- 
surance—the fire company. Those com- 
panies had their place on the program 
as well. 

In April, Country Life recorded an in- 
crease of 20 percent as compared with 
the same month last year and the man- 
agement expects 1937 to be the most 
productive year in its history. The auto- 
mobile company had its largest month 
in history in April, having issued cover- 
age on 2,272 cars. 


Downstate Field Changes 


Announcement was made that Rus- 
sell Graham had been appointed cen- 
tral Illinois field man with headquarters 
in Bloomington to succeed Dave Mieher, 
who recently became sales manager at 
the head office. Mr. Graham was pre- 
viously south central Illinois field man 
with headquarters in Champaign. He 
is succeeded there by B. E. Mosier, who 
was previously general agent for Cham- 
paign county. 

Mr. Graham presided at the morning 
session. The speakers included H. C 
Reeder, actuary and office manager; Dr. 
Jchn Boland, medical director, and D. 
A. Kirkpatrick, general counsel. 

Clarence Ramler of Aurora, north- 
ern Illinois field man, presided in the 
afternoon. The speakers were Scott 
Smith, an advertising man of Chicago; 
A. E. Richardson, manager Illinois 
Agricultural Mutual; John Kelker, man- 
ager Farmers Mutual Reinsurance; C. 
M. Seagraves, head of the department 
of safety of Illinois Agricultural Asso- 
ciation; Mr. Mosier and ‘Charles Mas- 
ching, southern Illinois field man. 

Mr. Mieher presided at the banquet. 
The only speaker was Earl C. Smith, 
president Illinois Agricultural Associa- 
tion. 


Honor Parkinson in Boston 


T. I. Parkinson, president Equitable 
Life of New York, was the honored 
guest at a luncheon in Boston. Nearly 
300 general agents and qualifying pro- 
ducers from all parts of New England 
gathered to mark the close of a 15-day 
production campaign, bringing in 782 
applications for $3,136,407. With Presi- 
dent Parkinson at the head table were 
R. B. Lowe, director; F. B. Runyon, 
superintendent of agencies eastern de- 
partment; General Aponte Jie ).. 
Jones, W. J. Carter, A. J. Farnsworth 
and Fitzhugh Traylor, Boston; F. 
Rozelle, Portland, Me.; E. Knott, 
Providence; William ‘Mercer, New 
Haven, and ‘Clark Richards, Springfield, 
Mass. Mr. Farnsworth was general 
chairman. 








Security Mutual Nebraska Rally 


Thirty agents of the Security Mutual 
Life of Nebraska attended the monthly 
meeting in Lincoln of the Nebraska 
Agents Association. Byron Stephenson, 
president, discussed the security market. 
Other speakers were Harold Dillman, 
manager Lincoln agency; Dwight 
Havens, Lincoln; William Hinds, 
Marysville, Mo.; Murray Long, Omaha, 
and W. J. Ehlers, Holdrege, Neb. 








Cleveland Agency Congress 





President Brigham, Vice-president Field, 
Trosper and Others Address Cum- 
mings Office 





CLEVELAND, May 13.—Underwrit- 
ing proplems were discussed by the 
Cleveland agency of the National Life of 
Vermont at a sales congress attended 
by President E. S. Brigham and Vice- 
President E. D. Field, from the home 
office. Over 50 agents attended. Work 
of the Cleveland office was dramatized 
in a setting reproducing the Cleveland 
office. T. H. Cummings, Cleveland gen- 
eral agent, was chairman. He outlined 
the agency’s business history, citing 
cases. His theme was, “The 1937 Ba- 
rometer Is Up—Are You?” 

The first afternoon and evening were 
given to a trip through the General 
Electric Company plant at Nela Park 
and a showing of G. E. sound pictures 
on sales problems. 


Vice-President Field Talks 


Vice-President Field spoke the sec- 
ond morning on “Social Security.” He 
paid respects to General Agent ‘Cum- 
mings and his staff for reporting the 
largest amount in force of any agency 
in the country. Mr. Field said the fed- 
eral act was hurriedly framed; its pur- 
pose was not to give all people a feel- 
ing of entire material security. 

He expressed doubt that the huge 
reserves provided are wise or necessary. 
Emphasis on old age security, he said, 
will help life insurance sales. 

There followed two addresses by an 
insurance buyer and insurance salesman. 
W. E. Landmesser, manager commer- 
cial refrigeration division General Elec- 
tric Company, spoke on “A Layman 
Looks at the Life Insurance Man.” He 
said some life insurance ads created 
fear and were distasteful to him. He re- 
lated that he answered an insurance ad 
offering a book. Instead of receiving 
the book, an agent called. The agent 
made no use of data required as to name, 
age, etc., in a return coupon, but asked 
for the same information. Mr. Land- 
messer was not interested in buying, but 
offered his own idea of how the insur- 
ance ought to be sold. The agent later 
prepared the idea in sales manual form, 
called back on Mr. Landmesser and sold 
him with his own sales presentation. 


Trosper Also on Program 


H. P. Trosper, New York Life, De- 
troit, member Million Dollar Round 
Table, spoke on “Why Make Sales the 
Hard Way?” Selling, he said, was 
about 80 percent old horse sense. The 
story must be told clearly and plainly. 
Many agents sell the hard way by long 
dissertations about dividends, net cost, 


cash values, etc. These are confusing 
ideas. 
President Brigham was the main 


speaker at the closing luncheon. He 
stated it is not sound public policy to 
discourage by confiscatory taxation 
those who are providing for their own 
and their family’s future, for the benefit 
of the unthrifty. 

The federal situation presents a prob- 
lem, he said. The demand for social 
security is calling for greatly increased 
appropriations in both state and federal 
governments. The problem is going to 
be, shall those who save to provide for 
their own security have some of these 
savings taken away to provide security 
for those who do not? 


Makes Reply to Critics 


Referring to the criticism that life 
companies would not lend funds at low 
rates of interest in order to stimulate a 
business boom, he said such a proposi- 
tion amounts to nothing more than ask- 
ing life company officials, as trustees, to 
lay a tax upon the people they are sup- 
posed to serve, their policyholders, to 





assist another group. ‘Management of 
life insurance funds, he said, is a trys. 
teeship of the highest order. 


Massachusetts Mutual Card 








Full Program Is Announced for the An. 
nual Agency Convention in 
Chicago June 1-3 





The program is announced for the an- 
nual agency convention of Massachu- 
setts Mutual Life in Chicago June 1-3, 

Alvin T. Haley of Greensboro, NG 
president of the agents association, will 
open the meeting. Secretary F. A, 
Lichtenberg of Columbus, O., will re- 
port. President B. J. Perry will give 
an address. Vice-president J. C. Behan 
will give recognition to those who have 
made outstanding records. 

A. E. Veith, St. Louis, will talk on 
“Self-Management;” Edward  Felsen- 
thal, Memphis, “Setting Goals and At- 
taining Them;” R. J. Katz, Rochester, 
N. Y., “Don’t Run Out of Raw Ma- 
terial;” F. L. Lantz, Wilkes-Barre, Pa, 
“The Importance of Being Prepared;” 
Daniel Auslander, New York, “Saying 
the Right Thing in the Right Way.” 


Two Afternoon Sessions 


That afternoon two sessions will be 
conducted coincidentally. There will be 
the home office clinic and the super- 
visors meeting. 'C. W. Hall, assistant 
director of agencies, will act as chair- 
man of the home office clinic. Louis 
Levinson, assistant actuary, will discuss 
actuarial problems; Michael Marchese, 
assistant secretary, will treat under- 
writing problems; J. L. Marchese, man- 
ager benefit department, will speak on 
“Settlement Agreements,” and R. A. 
Armstrong, attorney, will speak on 
“Tax and Social Security Problems.” 

Dick Le Buhn of Davenport, Ia., will 
act as chairman of the supervisors meet- 
ing. 

Speakers at the meeting the morning 
of June 2 include: Dr. Pearl Thompson, 
St. Louis, “Factors of Success ;” C.K 
Litchard, Springfield, “Simplified Pro- 
gram Selling;” T. . Allen, Long 
Island, “Wrap It Up;” H. G. (Mosler, 
Los Angeles, “Making Contacts Mu- 
tually Profitable.” 


Stories That Make Sales 


There will be a period devoted to the 
subject “Stories That Make Sales.” H 
I. Davis of Atlanta will give the open- 
ing remarks and the other participants 
will be J. W. Muir, Pittsburgh, L. B. 
Eby, Detroit, G. H. Schumacher, Cleve- 
land, and E. C. Devol, Philadelphia. 
The Borden and Busse talking picture, 
“Making a Sales Presentation Stay Pre- 
sented,” will be given. 

There will be a luncheon that day for 
Massachusetts Mutual Chartered Life 
Underwriters. 

Speakers at the session the next 
morning will be: H. S. Payson Rowe, 
manager bond department, “The Com- 
pany’s Investment in Bonds;”’ M. Alex- 
ander, Jr., and S. Z. Oppenheimer, New 
York, “See Me After the First;” H. L. 
Regenstein, New York, “Building a 
Clientele.” There will be a feature en- 
titled “The First Three Minutes,” in 
charge of L. E. Simon, New York. The 
other participants will be ‘C. B. Harri- 
son, New York, ‘Morris Landwirth, Pe- 
oria, Ill.; T. W. Evans, Cincinnati; R. 
N. Stouffer, Philadelphia; A. J. Nuss- 
baum, Milwaukee, and W. E. Davis, 
Baltimore 

Following the election of officers and 
reports of committees, Mr. Behan will 
give the closing remarks. 





B. M. A. Meeting in Columbus 


Claris Adams, president of the Ohio 
State Life, was the banquet speaker at 
the three-day sales meeting of the Busi- 
ness Men’s Assurance in Columbus, O. 
W. T. Grant, president; M. C. McKay, 
assistant secretary, and G. J. Tritch, 
sales department, from the home office 
also took part in the meetings attended 





by 65 agents from Ohio and Indiana. 
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More than 100 were present at the ban- 
quet, officers of Columbus insurance 
companies and state insurance officials 
being guests. 

J. C. Higdon, vice-president in charge 
of sales, was the principal speaker at 
the meeting of Tennessee agents in 
Nashville. Manager G. M. Greeley was 
in charge. 

The home office executives met with 
Kentucky salesmen and E. W. Welton, 
Kentucky manager, at Louisville, and 
saw the Derby. Mr. and Mrs. Welton 
entertained Alf M. Landon, Republican 
presidential candidate in 1936, and his 
daughter, Peggy Ann, for the Derby. 

The Business Men’s Assurance tenta- 
tively has planned a meeting for Indi- 
ana, Illinois, Michigan and Wisconsin 
agents in Chicago the last of the month. 





Aiken, Buckner to Speak 
at Chicago Meeting May 17 





A. I. Aiken, president; T. A. Buck- 
ner, board chairman, and F. A. Wickett, 
vice-president New York Life, will ad- 
dress a luncheon meeting of central de- 
partment officials and producers, May 17 
at the Palmer House, Chicago. A few 
New York Life men from nearby will 
attend. 

Producers who placed highest in the 
three months contest in honor of Mr. 
Aiken and Buckner, which ended May 1, 
will be present. The officers will visit 
other middle western agencies before re- 
turning to the New York head office. 


Kansas City Life Officials 
Visit Middle West States 


W. E. Bixby, executive vice-president 
Kansas City Life; J. F. Barr, agency 
vice-president, and J. A. Budinger, actu- 
ary, have been visiting several middle 
west offices. They conferred with man- 











agers and producers in Minnesota, Wis- 
consin, Michigan and Illinois. 

In Chicago W. M. Seitz, manager, en- 
tertained the party at a dinner. It was 
Mr. Bixby’s first field trip since he was 
advanced from assistant secretary. 





Service Life Meeting 
The Service Life of Omaha held a 
sectional meeting at Newton, Ia., with 
Virgil Blackledge, Des Moines, general 
agent, in charge. W. D. Cale, vice- 
president and actuary, spoke. 


Aetna Meet at Cedar Rapids 


Iowa agents of the Aetna Life held a 
sales conference in ‘Cedar Rapids. E. H. 
Snow and N. 'M. DeNezzo of the home 
office attended. 


Launch Pittsburgh Drive 


C. E. Schilling, vice-president and 
medical director, and Frank L. Barnes, 
agency vice-president of the Ohio State 
Life, were guests at a meeting of the 
Pittsburgh agency to launch a cam- 
paign in honor of Mr. Barnes. A. E. 
D’Emilio, Pittsburgh manager, presided. 
Dr. Schilling also visited the Cleveland 
agency. 


Will Meet at Del Monte 
The Connecticut Mutual Life’s na- 
tional convention will be held June 24- 
26 at Del Monte, Cal. 














Wyoming Agents Meet 


Wyoming agents of, the Ohio Na- 
tional Life held a dinner meeting in 
Cheyenne, Wyo., before going to Den- 
ver for the annual district meeting. F. 
A. Farnsworth is state manager and 
Harry L. Temple is field supervisor. 





Capitol Life Convention 


The convention of Capitol Life agents 
will be held Aug. 19-21 at the home 
office in Denver. 








AGENCY NEWS 


Virgil Samms Is Installed 
at Indianapolis Luncheon 


Virgil W. Samms, the new Indiana 
general agent of the Mutual Benefit, 
who formerly was assistant superin- 
tendent of agencies at the home office, 
was installed at a luncheon in Indian- 
apolis attended by two home office men, 
other notables and a number of general 
agents from a wide territory. H. G. 
Kenagy, superintendent of agencies, and 
G. F. Ream, assistant superintendent of 
agencies, attended from Newark. Paul 
Speicher, Research & Review, was 
present. 

Among general agents of the Mutual 
Benefit attending were: J. S. Drewry, 
Cincinnati; W. H. Brown, Columbus, 
O.; H. M. Solenberger, Springfield, I11.; 
W. S. Cochrane, Peoria, Ill., and Edgar 
Richardson, Lexington, Ky. A. I. In- 
gersoll, associate general agent, Chicago, 
was present, as well as several bankers 
and business men, close friends of the 
Indianapolis office. Mr. Ream was toast- 
master. 














Gold Wins Sande Cup 


The silver cup donated by Earl Sande, 
the famous jockey, to the C. J. Zimmer- 
man agency of the ‘Connecticut ‘Mutual 
in Newark for the highest paid produc- 
tion in April, in a contest between that 
agency and the Sanborn agency in Bos- 
ton, has been awarded to G. J. Gold, 
leading producer of the agency for sev- 
eral years. 


Hartford Club Meeting 
The Hartford Home Office Life Un- 
derwriters Club met Monday evening at 
the Springfield (Mass.) Country Club. 
The speaker was Vice-President A. T. 
Maclean of the Massachusetts Mutual. 
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@ OPENINGS in Illinois and 
Ohio are still available under 
our liberal Agents’ and Gen- 
eral Agents’ contracts. Atttrac- 
tive renewals. Liberal commis- 
sions. Unusual sales promo- 
tion. Close home office co- 
operation. Write for complete 
details today. © @ @ ©® 














AMONG COMPANY MEN 





Goes to Ohio National Life 


Robert B. Sturtevant Becomes Its Vice- 
President in Charge of Its Reinsur- 
ance Department 








CINCINNATI, May 13.—The Ohio 
National Life announces the appoint- 
ment of R. B. Sturtevant as vice-presi- 








ROBERT B. STURTEVANT 


dent in charge of reinsurance. Mr. Stur- 
tevant’s broad experience in the field of 
reinsurance makes his connection with 
the Ohio National a particularly advan- 
tageous one. He will assume his new 
pest May 17. Following his graduation 
from the University of Michigan, where 





he majored in actuarial science and re- 
ceived his A.B. degree, Mr. Sturtevant 
became secretary of the American Cen- 
tral Life in 1920. In 1930 he was elected 
vice-president of the reinsurance depart- 
ment. Upon the merger of the American 
Central Life with the United Mutual 
Life, he continued as vice-president in 
charge of*’reinsurance of the merged 
companies. He is an associate of the 
American Institute of Actuaries. 


Nelson Takes Chicago Post 


C. E. Nelson, who has been actuary 
of the Missouri insurance department 
since 1930, this week assumed his duties 
as associate actuary of the Continental 
Assurance of Chicago. He will be the 
right hand man of R. E. Moyer, vice- 
president and actuary, who went with 
the company a few months ago from the 
Business Men’s Assurance, where he 
was actuary. Mr. Nelson is a graduate 
of the University of Iowa. Hé was 
formerly with the Missouri State Life 
in the actuarial department. 


Neild Now Agency Manager 

Robert M. Neild, who has been claim 
superintendent, has been made agency 
manager of the Columbian Protective of 
Binghamton, N. Y., to succeed L. D. 
Stanton, resigned. 


Drop Pennsylvania Code 

HARRISBURG, PA., May 13.—De- 
cision to drop further efforts to get ac- 
tion on the proposed insurance code for 
this state so far as the present session 
of the legislature is concerned is an- 
nounced by Commissioner Hunt. It 
was drafted under his direction. As the 
legislature has voted to adjourn finally 
May 21, it was felt that insufficient time 
remained for proper consideration of the 
code, Commissioner Hunt said. 




















E-O-G: “I get in quick when 
others have to wait or can’t get 
in at all. The haughty dames at 
the phone desks can’t freeze me 
out. 


“Then, when my boss comes 
along to follow up after me he 
says to these girls, ‘Please tell 
Mr. Jones I am calling about The 
Estate-O-Graph’. That’s enough 





to stagger most of them, but some 


recover enough to ask ‘What? 
What did you say?’ Then my 
boss answers, ‘The Estate-O- 
Graph—he’ll understand.’ ” 

x *« * 


Send 25c for 12 sample copies 
and proof of how you can profit 
by using — The Estate-O-Graph, 
222 E. Ohio St., Indianapolis. 
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Boney Speaks to Conference 





Tells Industrial People Some of the 
Questions He Has Had Up 
With Companies 


ASHEVILLE, N. C., May 13.—Com- 
missioner Boney of North Carolina in 
his talk before the Industrial Insurers 
Conference discussed the results of a 
recent conference held by his department 
with the industrial life people of North 

- Carolina looking toward ,uniform prac- 
tices for the betterment of conditions. He 
stated that he called a conference in his 
office April 15, at which time nearly all 
the industrial companies operating in 
the state were represented. 


Dated Premium Receipt Book 


The first subject for discussion was 
that of a uniform rule for the return 
of undelivered policies. It was agreed 
that rather than for all companies to 
adopt the uniform rule, which was not 
considered practicable, all such compa- 
nies should file with the department a 


complete outline of their practices with 
respect to this subject. 

The second subject was that all com- 
panies adopt a dated premium receipt 
book. It was agreed that companies 
would adopt a uniform practice of the 
use of such a book and that such should 
be set up at the time of delivery of 
the policy. 

The third subject, that of permitting 
lapsed policies to remain on collection 
books more than four weeks in arrears, 
it was agreed that all policies should 
be lapsed on or before midnight Monday 
of the fifth week and all companies will 
be expected to instruct their agents to 
report such policies for lapse on or 
before this fixed maximum limit. 

The fourth item was that of reviving 
business that has been lapsed for non- 
payment of premiums. It was agreed 
that all companies would follow a uni- 
form rule that no such policy should or 
would be revived by any company un- 
less a sufficient amount was paid to 
bring it within the grace period, thus 
placing it in actual benefit. 





The fifth subject was the time when 
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companies should begin charging agents’ 
accounts with new business. It was 
agreed that such charges against the 
agent should begin as of the date of the 
policy. 

Another subject referred to the facili- 
ties of payment clause commonly used 
by a majority of industrial companies. 


Other Subjects Discussed 


The subjects that Commissioner Boney 
further discussed before the Industrial 
Conference were as follows: 

1. Uniform rule that all companies in- 
struct their agents to return all unde- 
livered policies in order that they may 
be credited for application cash, and gen- 
eral discussion as to length of time 
agents should have to deliver such busi- 
ness, and if policies not returned within 
prescribed limit agent denied claim for 
application cash paid. 

2. Uniform rule that all industrial 
companies adopt a dated premium re- 
ceipt book and discuss question of set- 
ting up premium receipt book at the 
time of delivery of policy. 

3. Uniform rule that all industrial 
companies insist that managers and as- 
sistants do not permit any business to 
remain on collection book more than 
four weeks in arrears, and discuss ques- 
tion as to when policies are considered 
actually four weeks in arrears, and 
should be lapsed officially. 

4. Whether company should revive 
business that has lapsed for non-pay- 
ment of premiums without collecting 
full amount of arrrears and adopt uni- 
form rule and provide that district offices 
keep a record of all business reported 


for lapse. 
5. When companies should begin 
charging agents’ accounts with new 
business. 





Becomes College Trustee © 


J. D. Peake, superintendent of the 
Richmond, Va., district of the Eureka- 
Maryland Assurance, has been elected 
a trustee of the Virginia College of Com- 
merce of Law, an institution which is 
to embrace and bring about an en- 
largement of the program carried on 
now by the Richmond Business College, 
in which he is very much interested. 





New England Veteran Retires 


E. P. Langley, with the Metropolitan 
Life 15 years, has retired as manager 
of the Lewiston, Me., office. He was 
formerly assistant manager at Willi- 
mantic, Conn., and later manager at 
West Warwick, R. I., and went to 
Lewiston in 1933. He is succeeded by 
H. P. Dubuc, who has been in the 
Biddeford office. 


Kansas State Meet Held, 
Lyman King New President 


(CONTINUED FROM PAGE 14) 


chairman. The morning talk of Frank 
M. See, St. Louis, general agent New 
England Mutual, on “Life Insurance— 
the Individual Approach to Social Se- 
curity,” made a hit and was followed 
by’a series of questions as to answers 
given in response to the usual and well- 
known excuses on the part of the pros- 
pects for not signing on the dotted line 
at the close of an interview. Mr. See 
had stated that all “objections” were 
either “excuses” or “putioffs” and were 
due either to lack of interest or lack of 
understanding. 

Two headliners on the afternoon pro- 
gram were Dr. W. E. Thornton, vice- 
president and medical director Lincoln 
National Life, and A. R. Jaqua, asso- 
ciate editor ‘Diamond Life Bulletins” of 
Cincinnati, on “Why Men Succeed.” 
Mr. Jaqua’s outline of the two principles 
he has observed which he named. the 
“Common Denominators of Successful 
Life Men” being first to “Create a Job” 
and second to “Go and Do the Job” 
was a most helpful contribution to the 
program. 





B. E. Darling, Northwestern Mutual 
Life, Green Bay, is, has been elected 








NEW YORK 


HADLEY OPENS OFFICE 


Nelson B. Hadley, who retired from 
the New York state insurance depart. 
ment as chief examiner of life insurance 
companies, has opened an office at 99 
John street, New York City, where he 
will act as insurance consultant. His 
work will be done largely with compa. 
nies. 





* * * 
PEDRICK OFFICE MOVES 


W. J. Pedrick & Co., insurance and 
real estate firm and metropolitan gen- 
eral agent for the Equitable Life of New 
York, has removed its offices from 
the Empire State building in New York 
City to International building in the 
Rockefeller Center group. This office 
writes extensive group and salary say- 
ings contracts as well as a large gen- 
eral insurance business. Captain Ped- 
rick is the president of the Fifth Ave- 
nue Association and will retain an of- 
fice in the Empire State building in 
connection with that organization. 

i kek 
PRUDENTIAL PROMOTES 0O’CONNOR 


H. C. O’Connor has been appointed 
superintendent of New York No. 6 dis- 
trict of the Prudential with headquar- 
ters in the Pennsylvania building. He 
succeeds T. F. Grady, who is retiring. 
‘Mr. O’Connor heretofore has been as- 
sistant superintendent of New York 
No. 2. 

kok O* 
BANQUET FOR S. D. ROSEN 


To evidence their appreciation of the 
valuable service rendered the brokerage 
fraternity in a number of directions in 
recent years by S. D. Rosen, his friends 
will tender him a testimonial dinner, at 
the Hotel St. George, New York City, 

Lay 25. Mr. Rosen, who is unit man- 
ager in the C. B. Knight agency of the 
Union Central Life here, was formerly 
president of the Independent Brokers’ 
Association, and is now chairman of its 
executive committee. 

* *K 
R. B. MITCHELL’S FATHER DIES 


Frank J. R. (Mitchell, father of Asso- 
ciate Editor ‘R. B. Mitchell of THE 
NATIONAL UNDERWRITER in New York, 
died in New York Tuesday of this week 
shortly after an abdominal operation. He 
was 64 years of age. Funeral services 
will be in Paris, Ill., Friday. Mr. Mitch- 
ell was prominent in the affaris of Phi 
Delta Theta fraternity, being the alumni 
commissioner and editor of “Scroll” 
magazine. He was formerly a national 
president of that fraternity. For a good 
many years he was in the banking busi- 
ness in Santo Domingo and New York. 
In Santo Domingo he was president of 
the Banco Nationale. He was a member 
of the war trade board at Washington 
in 1918. 

ee oe 
The Fraser Agency of the Connecticut 
Mutual in New York City reports that 
its issued business for the past three 
weeks totals $1,703,579. 





New Hampshire Acts on Annuities 


The New Hampshire supreme court 
in an action brought by the New York 
Life against Commissioner Sullivan 
holds that receipts of a non-state life 
company for annuity contracts are tax- 
ble under its laws. There are 25 out- 
side companies writing annuity contracts 
in New Hampshire. The opinion stated 
that it may not be possible at this late 
date to collect the tax on premiums for 
past years. Premiums in 1931 were $79,- 
283 and $2,264,419 in 1935. It was 
shown that these outside companies 
failed to include annuity premiums in 
their tax returns. 


Frank H. Phinizy, Augusta, Ga., agent, 
is transferred to Birmingham, Ala., as 
assistant manager of the Metropolitan. 
He has had four years experience in 
India as manager for the American For- 
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Chicago Women in Meeting 


Discuss Right Approach to the Business 
Woman; Hear Plans for Con- 


vention in Denver 


Miss Vera Reynolds, Equitable Life 
of New York, and Mrs. Helen C. 
Gatchell, president Business & Profes- 
sional Women’s Club, addressed the 
women’s division of the Chicago Asso- 
ciation of Life Underwriters at the last 
meeting of this season. There was a 
large turnout. 

Miss Reynolds in discussing the right 
approach to make the business woman 
said appointments should be secured by 
telephone and there should be no beat- 
ing around the bush as to why the busi- 
ness woman is to be interviewed. It is 
better for both parties to know that 
they are to discuss life insurance. The 
producer should remember in talking to 
a business woman that she is-not trying 
to sell a big business executive and 
hence should not make the canvass too 
complex. Much of the insurance sold to 
business women will be in small poli- 
cies, and the producer if she is to make 
a success among this class of assured 
should remember that the smaller sized 
contracts predominate and should give 
them the same thought and service as 
a large case. 

Have Faith in Economic Order 


The woman agent must believe in the 
business thoroughly. In some _ cases 
prospects will be found who are timor- 
ous about the future. The agent must 
be well enough informed to tell them 
convincingly that the present economic 
order is to continue and that in any 
case life insurance will continue as long 
as the present social system endures. 

Mrs. Gatchell said life insurance peo- 
ple must be well informed not only 
about their business but about current 
events. They are interviewing people 
who in many cases are as intelligent 
and as informed as they and in some 
cases more so. However, it behooves 
the life man or woman to be thoroughly 
posted on his business so in that at least 
they can talk more authoritatively than 
the prospect. Mrs. Gatchell said a 
woman, no matter what line of business 
she follows, should have complete faith 
in the company and its product or serv- 
ices before she can be a success in sell- 
ing. 

Miss Sara Frances Jones, Equitable 
Life of New York, former national 
chairman women’s division, discussed 
the recent mid-winter meeting of the 
National Association of Life Underwrit- 
ers at Indianapolis and the annual con- 
vention this summer in Denver. The 
women’s division will meet at the Trout- 
dale Hotel and an active program has 
been planned. Miss Joy Luidens, secre- 
tary ‘Chicago association, urged women 
producers to attend the breakfast which 
will inaugurate Life Insurance Week in 
that cty. More than 1,200 reservations 
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have been made for this affair, she said. 
Miss M. I. Dimock, New York Life, 
chairman, presided. 

* * * 


Burlington Sales Congress 


The Burlington, Ia., Life Underwrit- 
ers Association will hold a one-day sales 
congress May 15. 

J. H. Leaver, vice-president and sup- 
erintendent of agencies Central Life of 
Iowa, will speak on “The Sins of Sell- 
ing.” Other speakers will be H. Meese, 


general agent, Travelers, Davenport; 
H. M. Files, Northwestern Mutual, 
Cedar Rapids; J. Hawley Wilson, 


Massachusetts Mutual, Peoria, Ili.; and 
Paul K. Adams, Des Moines. More than 
100 are expected to attend. Newell C. 
Day is general chairman. 

ee * 


Ohio State Meeting 


COLUMBUS, O., May 13.—The an- 
nual meeting of the Ohio Association of 
Life Underwriters will be held at the 
Deshler Wallick Hotel here May 26. 
Joseph W. Ray of the Travelers at Co- 
lumbus, vice-president, is in charge of 
the arrangements. Fred A. Zweifel, 
Equitable of Iowa, Toledo, is president 
and J. Boyd Davis, Penn Mutual, Co- 
lumbus, secretary-treasurer. 

* * xX 

San Francisco—As the result of ef- 
forts of F. J. Van Stralen, manager of 
the Massachusetts Mutual Life, mem- 
bership chairman, a “new high” has 
been reached with more than 320 paid 
members. This membership record was 
exceeded only in 1932 when the Na- 
tional association held its annual con- 
vention in San Francisco and member- 
ship was boosted in anticipation of the 
convention. 

Six offices in the city are to be 
awarded 100 percent membership cer- 
tificates: N. J. Nelson, Reliance Life; 
R. J. Shipley, Northwestern Mutual; F. 
J. Curry, Penn Mutual; H. K. Cassidy, 
Pacific Mutual; Karl Gumm, National 


of Vermont, and F. J. Van Stralen, 
Massachusetts Mutual. 
* *K 

Indianapolis—V. B. Coffin, superintend- 

ent of agencies Connecticut Mutual 


Life, will speak at the luncheon May 18, 
in connection with Life Insurance Week 
on “Time to Get Excited.” This will 
be his first appearance before Indianap- 
olis people and good attendance is ex- 
pected. 

* *k * 

Boston—Boston will start the observ- 
ance of Life Insurance Week May 15 
with a breakfast when George H. Har- 
ris of the Sun Life of Montreal will de- 
liver a talk. On May 17 the Boston Life 
Insurance & Trust Council will hold its 
annual meeting with a dinner at 6 
o’clock. The Boston Life Supervisors Club 
will also gather on Monday, for a lunch- 
eon at which Commissioner DeCelles 
will be the principal speaker. Tuesday 
morning there will be a “Beneficiaries’ 
Tea’ at a department store in charge 
of women life underwriters to which in- 
vitations have been extended for some 
500 policyholders. 

Thursday afternoon, at 4 o’clock, Dale 
Carnegie, author and lecturer, will ad- 
dress the Boston Life Underwriters As- 
sociation on “How to Win Friends and 
Influence People. An interesting window 
display has been arranged by a commit- 
tee of the Boston Life Underwriters As- 
sociation for the Week at the Kerstein 
Business Men’s Public Library on City 
Hall avenue. 

*k *k * 

Northern New Jersey—At the break- 
fast meeting May 17, L. S. Broaddus, Chi- 
cago manager, Guardian Life, and Dr. 
Frank Kingdon, president Newark Uni- 
versity, will speak. 

* * * 

Richmond, Va.—C. C. Day, Oklahoma 
City general agent Pacific Mutual Life, 
spoke Monday on “A Philosophy of Life.” 

* * x 

North Dakota—Charles Ashbrook, 
agency director North American Life, 
Chicago, spoke on “The Social Security 
Act as a Means of Getting Business.” He 
said there are 25,000,000 participants 
who need both insurance and additional 





annuity to supplement. what they will 
receive from the government and pointed 
out the fine group of prospects among 
the 25,000,000 who are not eligible for 
this plan. 


 * % 
Huntington, W. Wa.—Claris Adams, 
president Ohio State Life, spoke. Mr. 


Adams was accompanied by W. V. Wool- 
len, Ohio State superintendent of agen- 
cies. 

* * x 


Pittsburg, Kan.—The local body is 
specializing on the national essay con- 
test for school children. D. D. Baily, Jr., 
Massachusetts Mutual, is chairman of 
Life Insurance Week. The local mem- 
bership‘ has increased 130 percent. 

eS" 


Beaumont, Tex.—Ricks Strong of Dal- 
las, president of the Texas association, 
spoke on “Economic Security.” He was 
introduced by C. M. Carroll, president 
of the local body. This was “ladies 
night” in honor of Mrs. Strong, who ac- 
companied her husband on the trip. 

* *k * 

Little Rock—H. H, Conley, Jr., agency 
assistant New York Life at Little Rock, 
has been named chairman of the spe- 
cial Life Insurance Week committee. 

* OK Ok 

Omaha—R. B. Hull, managing direc- 
tor National Association of Life Under- 
writers, addressed the May meeting, 
which was attended by business men 
and attorneys. Extension of American 
life insurance and definite removal of 
the threat of international war, he said, 
are two important factors upon which 
financial improvement in this country 
depend. 

* *K x 


Council Bluffs, Ia.—Commissioner Ray 

Murphy of Iowa will talk May 18. 
* * * 

Columbus, 0O.—A breakfast May 17 
will open Life Insurance Week in Co- 
lumbus. Rev. Roy A. Burkhart of the 
First Community Church will speak. 

* * * 

Cincinnati—Paul Sullivan, Cincinnati 
radio commentator, will speak at a 
luncheon opening Life Insurance Week 
May 17. His talk, “Paul Sullivan Looks 
at Life Insurance,” will be broadcast. 

Ray Hodges, Ohio National, is chair- 
man of the election committee, the other 
members being E. W. Simpkinson, Provi- 
dent Mutual, and Warner Wilson, Guar- 
dian Life. 


COAST 


Removes Obnoxious Sections 

















Senate Insurance Committee of Califor- 
nia Has Ordered Out Much Dis- 


cussed Life Measure 


SAN FRANCISCO, May 13.—With 
the “obnoxious” section 8 removed by 
amendment, senate bill 460, sponsored 
by ‘Commissioner Carpenter, has been 
passed out of the senate insurance com- 
mittee with a “pass” recommendation. 
This section proposed to compel life 
companies to segregate reserves on life 
business from accident and health and 
other lines, was amended later to per- 
tain only to new business. With this 
amendment and a revising of the orig- 
inal draft, life companies organized an 
aggressive campaign against the meas- 
ure, not against the entire bill but 
against that one section. The committee 
also, on recommendation of company 
representatives, removed section 2 which 
proposed that every life, disability or 
life and disability policy would be the 
complete contract and prohibiting waiv- 
ers. Otherwise the bill, which the busi- 
ness approves, remains and will prob- 
ably become law. 

Assembly bill 1283, providing for a 
system of voluntary health insurance to 
be conducted by the state, was defeated 
by the assembly. 


Los Angeles “Baseball” Winner 
The Los Angeles agency of the Phoe- 
nix Mutual Life, Leon A. Soper, man- 
ager, won the pennant in the company’s 
“West Coast baseball league.” The 
“baseball season” ended in a tie between 





Los Angeles and San Francisco. In 
the playoff Los Angeles scored a smash- 
ing victory and will celebrate with a 
golf jamboree at the expense of the 
losers. E. S.-Conrad of Los Angeles 
won the “King of Swat” award with 
17 runs, ten of them home runs. Tad 
DeBolt won the award to the most con- 
sistent hitter throughout the series, the 
requirement being that the player must 
get to second base at least in each of 
the league games. 

In the seven weeks of “baseball” com- 
petition, March 15-May 1, the Los An- 
geles agency showed a gain in written 
business of 226 percent above its aver- 
age weekly production from Jan. 1 to 
the opening of the league series. 


R. G. Mills Supervisor 

R. G. Mills, who started as an agent, 
then made district manager in the New 
Brunswick, N. J., district by A. R. Met- 
calfe, New Jersey general agent Na- 
tional Life of Vermont, has been pro- 
moted to agency supervisor and taken 
to the Newark office where he will un- 
dertake the training of men and take an 
active part in sales promotion from the 
Newark office. 


. A. Kane of Brookline and H. V. 
Lundy of Muncy Valley have -been ap- 
pointed Pennsylvania departmental ex- 
aminers. 
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Parkinson Sees Inflation as 


Unlikely to Come Here 


(CONTINUED FROM PAGE 12) 


the association was host. Mr. Parkin- 
son, who annually makes a special trip 
alone to attend the gatherings ending 
the campaigns in his honor, spoke at 
both meetings. 

The central department’s record was 
achieved with 122 fewer agents under 
contract than last year, but there was 
increase in number of “par” agents, 
units and agéncies. Kussy forwarded 
125% apps, all on binder, his volume be- 
ing $170,838, his April volume alone be- 
ing $52. 902’ in 46 cases with $775 pre- 

‘*miums. Second honors went to H. M. 
Carlsen, Nelson agency, Des Moines, 
with 106 forwarded apps, all on binder, 
for $158,029; 59 cases being paid for in 
April for $75,381 and $1,790 premiums. 
S. W. Arman, Shea agency, Minneapolis. 
was third with 58 applications (57 on 
binder) for $124,858. 


L. P. Finn, Lustgarten agency, Chi- 
cago, was fourth in the department and 
first in Chicago, with 46 apps; G. H. 
Cantrell, Jamison agency, Oklahoma 
City, fifth with 42 apps; M. J. Beckers. 
Krueger agency, St. Paul, sixth with 
40%; others in order being E. M. 
Hersch, Kerber agency, Chicago, 36; 
Wade Woodworth, Woody agency, 
Chicago, 35; W. J. Locke, Chipman 
agency, Columbus, O., 30%, and G. R. 
Wandelt, Gottschall agency, Chicago, 
30 apps. 

Unit records were: 

Holderman, Kansas City, 21 agents 
scored with five or more applications 
each, total 217 apps for $950,042; aver- 





age app per agent 10.3; Holderman 
writing 18% joint cases. 
P: Wallace, Homer Jamison 


agency, Oklahoma City, second place; 
68 percent of agents with five or more 
applications each for 192% apps and 
$523,361 volume; 143 apps on_ binder; 
average app per agent 7.69; unit man- 
ager forwarding 12 joint cases. 

H. C. Grave unit, C. R. Golly agency, 
Peoria, third, with 59 percent of agents 
scoring five or more apps, total apps 
207, and 196 on binder; average apps per 
agent 12.18, total volume applied for 
$330,207; unit manager forwarded 10 
joint cases. 

The M. C. Nelson agency, Des 
Moines, again led the department in 
total applications wit h1,109 forwarded. 
The R. M. Ryan agency was second 





with 968, A. M. Embry third with 924. 
The W. V. Woody agency, Chicago, led 
the department in forwarded volume 
with $4,246,276 and also led Chicago in 
number of applications with 746, and 
highest average applications per agent 
scoring. The Embry agency led in 
number of “par” agents with 102, Ryan 
second with 87 and Woody third with 
83. 

The standing of agencies was: 

M. C. Nelson, Des Moines, $2,655,815; 
R. M. Ryan, Detroit, $2,505,851; A. M. 
Embry Kansas City, $3,499,289; A. B. 
Shea, Minneapolis, $2,072,007; S. D. 
Krueger, St. Paul, $1,615,910; H. L. 
Rogers, Indianapolis, $1,806,950; H. 
Jamison, Oklahoma City, $1,691,192; 
E. L. Carson, Milwaukee, $2.241,889; 
C. R. Golly, Peoria, Ill, $1,095,479; 
H. A. Chipman, Columbus, $1,182,532; 
M. A. Nelson St. Louis, $1,172,498; H. 
Moss, general agent, Cleveland, $1,369,- 
049; F. N. Croxson, Omaha, $648,543; 
O. B. Haller, Toledo, $658,218; E. H. 
Keating, general agent, Minneapolis, 
$973,380; L. L. Lenz. Cleveland, $596,021. 

Chicago agencies—W. V. Woody, $4,- 
246,276; S. Lustgarten, $2,609,956; W. L. 
Gottschall, $1,436,704; P. B. Hobbs. $1,- 
091,574; H. E. Kerber, $558,010; K. M. 
Sacks, $706,750; D. C. Kemp, $402,961; 
F. Israel. $703,117; H. A. Sloan, $773,- 
436; C. Barber, $650,167; Chas. Wads- 
worth, $294,125. 








ANAGER 


ASSOCIATION 





Hartford Supervisors Organize 

The Hartford Life Supervisors Asso- 
ciation has been organized with F. F. 
Pierce of the Thompson & Taintor 
agency Connecticut Mutual, as_presi- 
dent. Other officers are: A. N. Scrip- 
ture, New England Mutual, vice-presi- 
dent; Clare Scott, Aetna Life, treas- 
urer, and Norman Smyth, National Life, 
secretary. There are about 15 mem- 
bers. The organization arrangements 
were set up by Norman Smyth and 
Herbert Behan, Massachusetts Mutual. 
Mr. Behan is a son of Vice-president J. 
C. Behan of the Massachusetts Mutual. 


Favors Prepared Sales Talk 


Phillip O. Works, St. Louis general 
agent Penn Mutual Life, spoke on “To 
Use or Not to Use Prepared Sales 
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Talks” at a luncheon meeting of the 
Sales Managers Bureau of the St. Louis 
chamber of commerce. Following his 
talk, he gave a practical demonstration 
of how his agency organization uses 
organized sales talks effectively. 





Ask Reconsideration of Pension 


The Life Agency Managers Associa- 
tion of Denver has sent a resolution to 
all members of the Colorado house and 
senate urging them to vote for resub- 
mission of the old age pension amend- 
ment to the voters in 1938. 


CHICAGO 


OPENS CHINATOWN OFFICE 


An office has been opened in “China- 
town” in Chicago, under the supervision 
of E. L. Johnson, Chicago manager 
United States Life. Quarters have been 
taken at 2111 Wentworth avenue. Won 
Shoon Lee is in charge. He has been 
secretary Sun Mon Corporation, a Chi- 
nese newspaper of Chicago, for seven 
years, and proprietor of a restaurant. 

* * 
SEITZ REPORTS GAIN 











W. M. Seitz, Chicago manager Kan- 
sas City Life, reported a 15 -percent 
gain in business for the first quarter 
over that of 1936. Size of applications 
was up about 30 percent. 


Reliance Life April Record 


An increase of 32.5 percent in life in- 
surance placed in force in April, com- 
pared with April, 1936, is reported by 
the Reliance Life. The volume was $5,- 
007,749, the largest April production in 
the past five years. 

In the first four months of this year it 
has placed in force $17,327,329 of new 
life insurance, a gain of 44.8 percent. 


Dixie Life & Accident Plan 

The Dixie Life & Accident, incorpo- 
rated under the laws of Arkansas in 
May, 1936, has offered for sale its capi- 
tal stock in the sum of $200,000. On 
April 23, the company placed its first 
policies on the market. Until such time 
as the sale is completed the company 
is writing three classes of life policies 
with cash draft attached. 

F, L. Edenfield, supervisor of agen- 
cies, has placed 60 agents with five 
district managers in the field within the 
past two weeks and predicts that within 
the next ninety days he will have 200 
agents throughout Arkansas. 


Dishonor Club Formed 


Dr. C. E. Schilling, vice-president and 
medical director of the Ohio State Life, 
in whose honor the field force is put- 
ting on a special campaign this month, 
has organized a new “Hay Tossers” 
club. Membership in it is not desirable 
and the only way the members can get 
out is to write their full quota of busi- 
ness in May. It is planned to have the 
members meet on June 10 and mourn- 
fully proceed to the election of officers, 
the agent producing the smallest vol- 
ume of business to be the president. The 
club is to have an emblem, the nature 
of which is being kept a _ profound 
secret. 











OPPORTUNITY! 


We OFFER DESIRABLE CONTRACTS, 
in DESIRABLE TERRITORY, with 
HOME OFFICE SUPERVISION! 


For information write to: 


George Washington Life Insurance Company 


Charleston, West Virginia 
































RECORDS 


Massachusetts Mutual—April deliy- 
eries totaled $12,608,396, a gain of 6 per. 





cent. This is the 20th consecutive 
‘monthly increase. 
Union Central—April marked the 


fourth consecutive month new business 
has shown an increase over the corre- 
sponding month last year. 
Liberty National—Members of 
Birmingham city agency have estab- 
lished a new high hecord, surpassing 
by over 60 percent ‘the previous high 
record made in February of last year 
in honor of Manager Jordan’s twenty- 
eighth anniversary in the life business, 
Business Men’s Assurance—Gain of 
10 percent in April paid business marks 
22nd consecutive monthly increase. 


Commonwealth Life—Insurance in 
force increased $2,600,000 the first quar- 
ter and is now over $144,500,000. 


Connecticut Mutual Life — Reports 
substantial gains in new business, insur- 
ance in force and in admitted assets for 
the first four months. New business to- 
taled $34,557,589, an increase of 18 per- 
cent. April writings were $10,551,286, a 
23.4 percent gain. Total business in 
force is now $957,784,236, greater by 
$17,822,027 than at the close of 1936, 
Assets are now at the highest point in 
its history, having passed the $300,000,- 
000 mark, an increase of $9,000,000 since 
the first of the year. 

Fidelity Mutual—New insurance for 
April was $2,414,000, an increase of 7.7 
percent, continuing an unbroken record 
of monthly gains since July 1, 1936. Net 
terminations for April decreased $337,- 
000, or 13.6 percent. Insurance in force 
increased $282,000. 

State Mutual Life — Finishing April 
with 20 consecutive monthly paid busi- 
ness gains over the same months of the 
preceding year, the company began May 
with the aim to eclipse all previous sub- 
mitted business records in a drive hon- 
oring the tenth anniversary of Chandler 
Bullock as president. The paid busi- 
ness gain for April was 5.35 percent, and 
for the first four months was 9 percent. 
Initiated by the General Agents Associa- 
tion and announced by Association Pres- 
ident G. S. Lott, Dayton general agent, 
the drive has been advertised by easel 
posters, telegrams and_ special letter- 
heads. 

T. H. Groves, Equitable Life of New 
York, Portland, Ore.—April production, 
67 percent above 1936, which was also 
a high record. 

S. D. Krueger, Equitable Life of New 
York, St. Paul—Turned in $1,615,000 in 
written business in April as a tribute 
to President T. I. Parkinson. It was 
one of the agency’s best months re- 
cently. F. J. Patten, Marshall, Minn, 
won district honors while M. J. Becker, 
Sioux Falls, S. D., had the best individ- 
ual record. 

S. S. Northington, Connecticut Mutual 
Life, Los Angeles—Paid-for business to 
May 1.increased over 40 percent. 

Kellogg Van Winkle, Equitable Life, 
of New York in Los Angeles—New 
business produced in April was $2,147,000 
on 505 lives. 


the 


Holcombe to Give Address 


John Marshall Holcombe, Jr., man- 
ager Life Insurance Sales Research Bu- 
reau, Hartford, will speak at a noon 
joint meeting of several Manchester, N. 
H., service clubs, May 17. The meet- 
ing has been arranged under the joint 
auspices of the New Hampshire Gen- 
eral Agents & Managers Association 
and the Manchester Life Underwriters 
Association. 





Kellogg Van Winkle of Los Angeles, 
manager southern California agency 
Equitable of New York, is on a trip east 
to the home office where he will confer 
for several days. He is also attending 
the annual meeting of the “Old Guard” 
of the Equitable at Atlantic City this 
week. He plans to return home about 
May 24. 
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Russell Is Head of 
~ Southern “Ad” Men 


(CONTINUED FROM PAGE 5) 


don, vice-president Business Men’s As- 
surance. Karl Ljung, Jefferson Stand- 
ard, and Bart Leiper, Provident Life & 
Accident, spoke briefly and Kenneth R. 
Miller, Life Insurance Sales Research 
Bureau, gave a 15-minute preview of 
Life Insurance Week. 
Speakers at Second Session 


At the second session, James R. 
Adams, Liberty National, discussed the 
four most important factors in control- 
ling persistency. W. L. Jessup, Pilot 
Life, spoke on “Effective Sales Cam- 
paign” and John M. Ehle, Imperial Life, 
had as his topic “Do Campaigns Get 
Justifiable Results.” 

John W. Murphy, Life of Virginia, 
was the first speaker at the final session 
with his talk on “Work Plan for 
Agents.” In discussing “Training 
Through Study,” C. B. MacPhail, Great 
American Life, explained the educational 
institute which his company recently in- 
augurated. 

Sam Hay, Jr., Great Southern Life, 
told how to get agents to use publicity 
material and Forrest R. Brauer, Home 
Beneficial, talked on “Artistry in Mime- 
ographing,” exhibiting numerous sam- 
ples of the mimeographed material that 
he produces. 

Radio Advertising Reviewed 


One of the outstanding talks of the 
meeting was by E. M. Kirby, National 
Life & Accident, “Behind the Scenes in 
Radio.” Mr. Kirby is active in the op- 
eration of his company’s radio station, 
WSM. He explained the mechanics of 
radio work and the difference in the ef- 
fect and appeal of radio advertising and 
printed material. Mr. Kirby believes 
that radio offers life companies real ad- 
vertising opportunities. 

Kenneth R. Miller, Life Insurance 
Sales Research Bureau, closed the meet- 
ing with his discussion of the data de- 
veloped in a recent life insurance re- 
search made through the use of a ques- 
tionnaire by “Good Housekeeping” 
magazine. The questionnaire asked if 
the magazine should run a series of ar- 
ticles designed to clarify the mysteries 
of life insurance and various other ques- 
tions. Mr. Miller told of many of the 
answers received and aroused interest 
when he said that 81 percent of the hus- 
bands and 85 percent of the wives re- 
ceiving the questionnaire said they 
wanted to know more about life insur- 
ance and that 23 percent of the men 
receiving it said they were going to buy 
new life insurance in 1937. 





“Ad” Pickups at Meeting 
of Southern Round Table 


’ From the Nashville meeting, C. B. Mac- 
Phail, Great American Life, went to 
Owls Head, Me., to visit his mother, Mrs. 
F. S. MacPhail... He will return to San 
Antonio May 24. 

* * * 


R. C. Budlong, Brown & Bigelow, was 
on hand. He was formerly publicity di- 
rector Northwestern National Life, and 
was at one time treasurer of the Life 
Advertisers Association. 

*x* * * 

A telegram was sent to D. Bobb Slat- 
tery, Penn Mutual, immediate past presi- 
dent of the Life Advertisers Associa- 
tion, who has just returned to his desk 
after a month in the hospital. 


*x* *k * 

A breakfast for the 10 insurance news- 
paper men in attendance was given by 
0. P. Schnabel, San Antonio manager 
Jefferson Standard. 

*x* kK * 

The social feature was a visit to “The 
Hermitage,” Andrew Jackson’s ancestral 
home, followed by a dinner and dancing 
at Grasslands Tavern. 

* * xX 


E. P. Greenwood, president Great 
Southern Life, was introduced at the din- 





ner-dance. He was in Nashville with 
some of the Great Southern’s other 
officers attending an agency school. 

* * X* 

Rex B. Magee, Lamar Life, and W. L. 
Jessup, Pilot Life, served as the nomi- 
nating committee. John Murphy, Life 
of Virginia, and J. R. Adams, Liberty 
National, chose the 1938 meeting place. 

* * xX 

T. J. Hammer, Protective Life, did not 
make the trip to Nashville because the 
stork is about to visit the Hammer resi- 
dence. The same reason prevented his 
attendance at the Richmond meeting two 
years ago. 

*x* * * 

J. E. Acuff, executive vice-president, 
and George Parrish, assistant secretary- 
treasurer Life & Casualty, attended one 
of the sessions. 

* * x 

The Nashville newspapers gave con- 
siderable space to the meeting and pub- 
lished a number of pictures snapped at 
the sessions. 

* * x 

On the last afternoon there was a 
trip to one of the famous iris gardens 
of Nashville. 

* * x 

Hospitality was dispensed to all comers 
at the headquarters rooms of the Na- 
tional Life & Accident and Life & Cas- 
ualty. 

* * * 

J. C. Higdon, vice-president Business 
Men’s Assurance, attended the conclud- 
ing session. 

* * * 

R. G. Richards, Atlantic Life, could 
not attend. He telegraphed the infor- 
mation that the annual meeting of the 
Life Advertisers Association is to be 
held at Old Point Comfort, Va., in Octo- 
ber and urged Southern Round Table 
members to be present. 

*x* * 

Two members of the executive com- 
mittee of the Life Advertisers Associa- 
tion were present—John H. McCarroll, 
Bankers Life of Iowa, and C. Sumner 
Davis, Provident Mutual. 

* * 

Emmett Russell, Jr., Life & Casualty, 
served as entertainment chairman. He 
did a thorough and satisfying job. 


New Report and Contract 
Book Is Now Available 


(CONTINUED FROM PAGE 5) 


different classifications of bonds. Each 
of these, together with the other asset 
items including cash, farm mortgages, 
city mortgages, stocks, real estate, pol- 
icy loans and premium notes, is shown 
with the percentage to total gross as- 
sets. Ten “liability,” eight “income,” 
and 12 “disbursement” items follow. In 
each of these groups, annuity figures are 
given separately. This is also true of 
the “business written and in force” ex- 
hibit which comes next. “Management 
Expense,” which includes insurance and 
investment expenses paid, but excludes 
real estate taxes, is one of the espe- 
cially significant disbursement items 
shown. Of paramount interest in the 
“Gain and Loss Exhibit” are such fig- 
ures as gain and loss from loading, mor- 
tality, imterest, investments, and also 
the net interest from investments, which 
is compared with the amount of inter- 
est required to maintain reserves. 


Ratios of Business Costs 


The two expense ratios given in the 
Unique Manual, namely principal acqui- 
sition costs and insurance expenses, less 
acquisition cost, definitely divide all ma- 
jor new business costs from carrying 
costs. Each of these is shown with the 
percentages to premiums, and in dollars 
per $1,000 of business. Since all the 
major business éxpense items are 
clearly defined, these figures are actual 
true costs, and are not merely calcu- 
lated ones figured out according to an 
arbitrary formula as is true of the busi- 
ness expense figures in some reports. 

Show Vital Facts 

Throughout the National Underwriter 
Reports there is no enlargement of 
minor matters or- omission of essential 
features. All the vital facts have been 





selected and are presented to give a true 


idea of every company’s background and 
present condition. There is even a rec- 
ord of mergers, changes in name, rein- 
surances, and liquidations since 1909, 
to assist underwriters in digging up 
data on companies no longer in the 
business. In fact, everything of con- 
sequence concerning all legal reserve 
companies is covered. 


Complete—“All-in-One” 


The new Unique Manual also pro- 
vides far and away more data on policy 
provisions, rates, costs, and values than 
any other single reference book, bar- 
ring none. Most insurance men are 
familiar with this part of the Unique 
Manual, as for nearly 40 years it has 
been the exceptionally broad scope of 
its policy and cost data on which the 
Unique Manual has attained its wide 
popularity. It is used regularly by prac- 
tically every actuary in America. 

For each company there is a stand- 
ardized, easy-to-grasp synopsis of its 
contract, bringing to light some 80 im- 
portant policy points and company prac- 
tices. Premium rates for all principal 
policies are given at every age includ- 
ing important special policy forms and 
of course disability and double indem- 
nity rates. Rates on approximately 4,000 
contracts, not shown in other books are 
given in the Unique Manual. There is 
also a list of all policies issued given 
with sample rates—including the most 
unusual forms. More information than 
ever is shown on retirement contracts. 
The Unique Manual has always spe- 
cialized in digging out the obscure in- 
formation which gives it special value 
in that it shows what other references 
overlook as unimportant. 


Settlement Options in Detail 


Information on settlement options is 
shown in a new style. The exact in- 
comes payable under the several op- 
tional modes of settlement, for 100 com- 
panies, are given by numbered tables, 
eliminating much unnecessary duplica- 
tion. Following these specific tables are 
a number of very flexible illustrative 
tables which when used _ individually 
and in combination with each other en- 
able one to readily determine the most 
effective way to take care of the needs 
of almost any prospect’s situation. They 
show not only how much income would 
be available, but also how little and the 
additional insurance required to meet 
the needs. 

Cash, loan, paid up and extended values 
are given at every age for ordinary for 
all large companies, and at five year 
ages for all other popular contracts of 
all companies. Over 100 pages of re- 
serve tables and reserves of retirement 
ages, 55, 60 and 65, are included. Large 
sections are devoted to annuities and to 
industrial insurance, new this year. 
Rates for single premium contracts at 
every age for the whole life and 10 year 
endowment contracts of the larger com- 
panies have been added as another new 
feature this year. 


An Outstanding Bargain 


Whether purchased as a financial ref- 
erence, or as a book of policy, cost and 
value data, the Unique ‘Manual excels 
in completeness anything else of the 
kind. Furthermore, it offers an extraor- 
dinary advantage in price—it is really 
two books for the price of one, yet it 
is published in one single volume of 
convenient desk size. 

Every agent who finds it desirable to 
give a close study to life insurance sta- 
tistics of any kind should have a copy 
of the new Unique Manual. Companies 
and field men that have been buying two 
books, one on financial exhibits and the 
other on policies and rates, can cover 
both fields with this new dual purpose 
reference book. Many, undoubtedly, 
consider it an advantage that the 
Unique Manual does not contain opin- 
ions of the publisher on individual com- 
panies. 

Advance orders for the new 1937 
Unique Manual will be shipped ir se- 
quence as ordered promptly upon pub- 





lication. A limited quantity of extra 
copies has been printed, but they will 


go fast. For prompt delivery and to be 
sure you get your Unique Manual, send 
your order in- now, direct to THE 
NATIONAL UNDERWRITER’S Statistical de- 
partment at 420 East Fourth street, 
Cincinnati. The single copy price is 
$5, or your company’s club rate. 


Irons Returns to Decatur Home 


ATLANTA, May 13—Lewis A. 
Irons, executive vice-president of the 
Southern Life of Georgia, who resigned 
his position, has retired to his home in 
Decatur. John O. Anderson, treasurer, 
is in charge of the office, as no plans 
have been made to elect a successor to 
Mr. Irons. So far, Mr. Irons has made 
no statement as to his future plans. Up 
to the time of the organization of the 
Southern Life, Mr. Irons was deputy 
insurance commissioner. 


Celebrate 50th Anniversary 


The Sweeney agency of the Equit- 
able of New York in Wheeling, W. Va., 
celebrated its 50th anniversary with a 
conference May 7-8 at Washington. A 
talk by President Parkinson was the 
outstanding feature. Other speakers 
were Vice-president F. L. Jones, W. G. 
Roddey, commander of the Equitable’s 
veteran legion, and Superintendent Li- 
mont of the southern department. 





DERBY FAVORITES 
WIN AGAIN 













CADA BANKS 
WILL HELP YOU 
WIN SUCCESS 


CADA Banks—long a favorite with 
wide-awake insurance men — have 
proved sure winners in every race. 


CADA'S exclusive adjustable coin slot 
sets the bank to operate with 10c— 
15c—25¢ or 50c each day. 


The automatic calendar control of the 
CADA Bank urges your prospect to 
"keep-up-to-date” and so furnishes 
you with a particularly live sales talk 
for this month and every month. 


Complete field-tested Sales Plan FREE 
with your first order. 


CADA SALES SERVICE 

325 W. MADISON ST. 

CHICAGO, ILL. 

Please send me__CADA “Coin-A-Day”’ Accurnulators. 
t am enclosing $1.00 Per Bank. 

MAME 
ADDRESS. 
CITY AND STATE 
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LEGAL RESERVE FRATERNALS 





Uniform Exemption of All 
Societies from Tax Cited 


All taxation bills adopted in states 
either exempt or do not include fraternal 
societies for taxation; 87 legislative tax 
measures introduced in assemblies this 
year specifically exempted fraternals, 
and never in all past years in any state 
legislature or Congress has taxation of 
the fraternals been adopted, John Sul- 
livan, legislative counsel Modern Wood- 
men, Kansas City, states in a bulletin to 
members. He adduces this exemption 
precedent in support of ‘bills in Congress 
designed to exempt fraternals from 
operation of the social security act. | 

Fraternals are social security organi- 
zations, he emphasized, being formed 
not for profit and rendering not only 
the life insurance service to members, 
but giving many other benefits through 
sanitoria, homes for orphans and the 
aged, etc. 








Not Eligible Beneficiary 


The Mystic Workers, now the Fidel- 
ity Life Association of Fulton, IIl., has 
been upheld by the Illinois appellate 
court, second district, in refusing to rec- 
ognize the First Lake County National 
Bank of Libertyville, Ill., which had 
been designated as beneficiary in the 
certificate of a member. The case was 
Hubbell vs. Fidelity Life Association. 

When the assured’s wife died, he des- 
ignated as beneficiary the bank as trus- 
tee, but Fidelity Life Association’ never 
consented to the change. The court 
held that the trustee was not an eligible 
beneficiary under the statute. The trust 
agreement provided that upon the as- 
sured’s death, the balance of the trust 


all debts and funeral expenses. How- 
ever, the statute names as an eligible 
beneficiary, “‘a trustee for the sole bene- 
fit of any person or persons within the 
above classes.” Thus the statute lim- 
ited the proceeds of a certificate to the 
sole benefit of the beneficiaries named 
in the statute. The statute did not con- 
fer upon the certificate holder any in- 
terest or property in the benefit fund of 
Fidelity Life Association which could 
be impressed with a trust providing for 
payment of debts of the member or 
making gifts in trust to persons not 
eligible as beneficiaries. 


Lutheran Brotherhood Dividends 


Directors of the Lutheran Brother- 
hood have voted to continue the pres- 
ent scale of dividends on all 3 percent 
policies. As to 4 percent policies, the 
directors have issued the following no- 
tice: 

“The board of directors have deter- 
mined that the earnings for the calendar 
year 1936 warrants a further dividend 
which will give you a dividend for 1936 
and for the current year which from the 
issue of your policy will be equal to the 
estimated dividends at the time your 
policy was issued. Our favorable sit- 
uation has enabled us to do this not- 
withstanding the general deduction in 
interest earnings and in dividends by 
life insurance organizations.” 








Urges Retaining Lodges 
Preservation of the lodge system and 
widening of fraternals’ social life to in- 
clude feminine members, were urged by 
A. R. Talbot of Lincoln, Neb., president 
of the Modern Woodmen for 34 years, at 
the Nebraska convention of the order. 
J. O. Burger, Omaha, was elected state 





should be used first for the payment of 


consul and W. M. Petty, McCook, sec- 





Rovar Nevenbors OF America 





@ One of the largest fra- 
ternal benefit societies. 


Membership 
561,964. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$58,048,400. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$94,722,569. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$406,902,762. 


@ Provides free health 


service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-TWO YEARS 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 


OF SERVICE 


retary. Mr. Talbot had just returned 
from Washington where he attended un- 
veiling of a statue in Memorial hall to 
William Jennings Bryan, his law partner 
41 years ago. 


Wisconsin, Michigan Rally 
The biennial head camp convention 
of the Woodmen of the World of 
Omaha in Wisconsin and Michigan is 
to be held ‘May 14-15 at Racine, Wis. 
President De E. Bradshaw is expected 
to attend, as are R. E. Miller, Dallas, 
Tex., and William Ruess, Omaha, di- 
rectors. A large class will be initiated. 
T. J. Taylor, Battle Creek, Michigan 
state manager, is head consul for the 
jurisdiction. 


Lutheran Appointments 

R. H. Willis of Duluth has taken 
complete charge of the Duluth-Superior 
territory of the Lutheran Brotherhood. 
Rev. J. F. D. Bowersox has moved from 
Ohio where he had worked as a mem- 
ber of the A. L. King agency to Hol- 
sopple, Pa., where he taken a general 
agency. 


Tax Suits Are Dismissed 


Five suits brought by Arkansas 
against fraternals to collect premium 
tax claimed due were in _ chancery 
court. The supreme court ruled the so- 
cieties exempt from tax. The societies 
involved were National Fraternal So- 
ciety of the Deaf, Standard Life, Royal 
American Union. The suits are there- 
fore void. 


Werkmeister Is Reelected 


State delegates of the Modern Wood- 
men in Wisconsin at a meeting in Mil- 
waukee reelected Otto Werkmeister, dis- 
trict representative in Milwaukee as 
state consul for his third consecutive 
four-year term. Dr. William Van Nos- 
trand, ‘Merrill, Wis., was elected state 
secretary. D. W. MacMeekin of Madi- 
son, state manager, addressed a lunch- 
eon following the business meeting. 


Missouri Officers Reelected 


D. J. Janes of Jefferson City, Mo., 
was reelected state consul of the Mod- 
ern Woodmen at the quadrennial state 
meeting. F. L. Ludemann, Sr., state 
secretary, also was reelected, he having 
held this office 44 years. 








Organize Junior Unit 
The Woodmen’s Circle has organized 
a junior unit in Omaha, the first of its 
kind in Nebraska and one of only three 
or four in the country. 


Tells Insurance Lawyers 


of Post-Dated Check Perils 


Insurance carriers and their agents 
in accepting post-dated checks for pre- 
mium payments must take care that it 
is clearly understood that the premium 
be considered paid only if and when 
the check clears the banks satisfac- 
torily, W. S. Allen of Hoyne, O’Connor 
& Rubinkam of Chicago told the Life 
Insurance Lawyers Club of that city at 
the regular meeting. It is best not to 
— post-dated checks, however, he 
said. 








He cited the case of John Hancock 


Mutual Life vs. Rose Mann, as ope 
that shows that in the absence of proof 
of fraud, payment by post-dated check 
constitutes absolute payment, since ac. 
cepting the post-dated check presumes 
that credit has been extended. If 
currently dated check is accepted, jt 
constitutes conditional payment upon its 
clearing the bank satisfactorily. If the 
assured dies before the post-dated check 
comes due, the company cannot show 
that the check is not good. 

Other cases he cited, however, indj- 
cate that this is not necessarily so, the 
giving of a post-dated check extending 
the time of payment only but not in. 
dicating final payment until the check 
clears. Because of a dispute over post- 
dated checks, companies should avoid 
them. In cases where the general agent 
accepts a post-dated check and then 
sends cash or his personal check on to 
to company, the company may find it. 
self liable for payment of the policy. 

C. R. Holton gave a story and R. J. 
Wetterlund reviewed current decisions, 


O’Connor With the Continental 


W. F. O’Connor, Hartford, former 
assistant manager John Hancock Mtu- 
tual Life and also former manager of 
the Bankers National Life, is appointed 
general agent of the ‘Continental Assur- 
ance of Chicago for Hartford county. 
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Six Modern Legal 
Reserve Contracts 





© Ordinary Life 

©Twenty Payment Life 

© Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 

@ Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

ee 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 











PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S. H. HADLEY, Supreme President 











SHARON, PA. 


L. D. LININGER, Supreme Secretary 
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SALES IDEAS AND SUGGESTIONS 











Policyholders Participate 
in Ann Arbor Congress 








Hundreds of policyholders gained new 
perspective on the value of their life in- 
surance to themselves and the country’s 
fnancial stability, and more than 250 
Michigan agents were given valuable 
selling tips at the annual two-day con- 
yention of the Michigan State Associa- 
tion of Life Underwriters in Ann Arbor. 

G. E. Lackey, general agent Massa- 
chusetts Mutual, Detroit, and past presi- 
dent National Association of Life Un- 
derwriters, was elected state president, 
succeeding H. W. Florer, general agent 
Aetna, Grand Rapids. Mr. Lackey has 
been active in the organization and last 
year was vice-president and chairman 
convention speakers’ committee. 


Officers Are Elected 
at Business Session 


Vice-presidents elected were John 
Morrow, Ann Arbor; Donald Porter, 
Northwestern Mutual, Grand Rapids; E. 
J. Engle, Mutual Life of New York, 
Jackson, and Jack Rabinovich, North- 
western Mutual, Flint. Vice-presidents 
whose terms expired were Harold Bro- 
gan, Great-West Life, Lansing, and J. 
D. Goldsmith, Sun Life of Canada, 
Kalamazoo. H. B. Thompson, execu- 
tive secretary and treasurer by appoint- 
ment in past years, was elected secre- 
tary-treasurer. Directors are C. A. Ma- 
cauley, Detroit; L. A. Monks, Bay City; 
E. A. Poat, Battle Creek; P. C. Burns, 
Saginaw; M. W. Smith, Jackson; Wal- 
ter Kilbourn, St. Joseph; ‘C. F. Yates, 
Ann Arbor, and W. E. Pennell, Pon- 
tlac. 

President Florer in the first business 
session paid tribute to Secretary Thomp- 
son’s work. An amendment suggested 
by directors at a meeting the night 
before to make the office of secretary- 
treasurer elective was carried. 

Professor P. W. Slosson, department 
of history, University of Michigan, gave 
an interesting analysis of the method of 
selecting the United States presidents 
and discussed the type of men selected. 


Select Detroit for 
Convention Next Year 


Detroit was selected for the 1938 an- 
nual convention. Secretary Thompson, 
the association’s counsel, discussed the 
social security problem as it applies to 
agents. The Michigan act designed to 
secure federal benefits was hurriedly 
drawn, and redrafting is about to begin. 
Agents, he said, should consider as a 
group where they stand under the act. 
Independent contractors are exempt 
from the tax but employes must pay it. 
Agents are considered employes of their 
companies unless they specifically de- 
clare themselves to be professional men, 
he said, and in five states they have 
done so. Mr. Thompson said agents do 
not need the benefits nor want govern- 
mental control that goes with it. Fed- 
eral authorities in administering the act 
in Michigan probably will be guided by 
wording of the Michigan unemployment 
act. It is amended to exclude commis- 
Sioned life agents. He introduced an 
amendment which was approved. unani- 
mously by the agents. 

_+he amendment would add sub-section 
(i) to section 42, (5) to read in part: 
“(5) The term ‘employment’ shall not 
include . . . (j) Service performed in 
the employ of an insurance company by 
agents or representatives engaged in 
field work.” On a question from the 
floor as to industrial agents on salary, 
It was agreed that “on a commission 





basis,’ or some such wording, might 
well be added. 

A. A. Heald, manager Bankers Life 
of Iowa, Detroit, announced Life Insur- 
ance Week plans. H. H. Irwin, Massa- 
chusetts Mutual, Detroit, non-resident 
lecturer on life insurance University of 
Michigan, was introduced. 

G. H. Rinsey, state agent, New Eng- 
land Mutual, Ann Arbor, and president 
Washtenaw County Life Underwriters 
Association, presided following lunch- 
eon the first day, introducing Professor 
W. C. Sadler, the mayor, and : 
Christman, secretary chamber of com- 
merce, who extended welcome. 


Actuarial Expert Tells 
Objections to Rewriting 


Prof. W. O. Menge, head of the ac- 
tuarial school University of Michigan, 
talked on “New Policies for Old.” While 
the problem of replacement of policits 
may not be primarily an actuarial prob- 
lem, still many actuaries have had to 
face it, he said. Policies are usually re- 
placed because of heavy loans which 
there seems to be little probability of 
repaying; because the policyholder has 
lost faith in the company, or because he 
has taken seriously arguments of so- 
called insurance analysts that it is 
better to buy pure protection and invest 
reserves independently. 

He said it rarely pays to replace poli- 
cies. Usually the old policy has more 
liberal provisions and values. 


Insurance Analyst Ignores 
Some Important Factors 


“Those specialists who advise people 
to buy term insurance and invest their 
reserves elsewhere,” he said, “overlook 
the prohibitive cost of term insurance in 
later years and also overlook the fact 
that the reserves are guaranteed by the 
companies while the individual can 
rarely secure a good investment himself 
that will offer the security or the con- 
tinued favorable rate of interest that the 
company investment experts can obtain. 

“The modern idea that insurance is 
needed only during the earlier produc- 
tive years is erroneous. Protection is 
needed throughout life and is often 
needed much more keenly near the end 
of life. The cash reserved in insurance 
policies can be obtained from the com- 
pany if necessary. That is one of the 
best arguments for buying policies with 
substantial reserves. If the policyholder 
attempts to invest his own reserves, he 
must inevitably make his own mistakes. 
He cannot have a guaranteed principal 
and interest. 


Many Disadvantages Are 
Cited by U. of M. Professor 


“Among the many disadvantages of 
replacement are the old problem of the 
larger cash value scale; the present 
more conservative settlement options; 
the fact that the new policy will be con- 
testable for a period and will contain a 
suicide clause which in most cases would 
have been voided in the older policies; 
the disability and double indemnity fea- 
tures much more liberal in the older 
policies; the best 6 percent investment 
the assured can make is to repay his 
policy loan and the net cash outlay on 
the older policies is usually less. The 
conclusion, then, is that the replacement 
of policies is usually diametrically op- 
posed to the best. interests of the pol- 
icyholders.” 

A. P. W. Hewett, Mutual Life of New 
York, chairman arrangements commit- 





tee, presided in the afternoon session. 
There was a University of Michigan 
seminar on selling insurance, participated 
in by three prominent U. of M. gradu- 
ates. The first speaker was H. P. Tros- 
per, New York Life, who cited some 
cases from his 25 years in the business 
that indicated the value of the life 
agents’ work. 

H. B. Ruhl, Massachusetts Mutual, 
Detroit, who has written more than a 
million so far in 1937, told of his expe- 
rience in selling while working his way 
through college and spoke favorably of 
the set sales talk. He said every agent 
should know thoroughly a sales talk for 
each of the principal types of policies. 
He discussed briefly his methods of ap- 
proach and sale through use of human 
interest stories picturing what different 
types of insurance will do. He does not 
believe in using statistics, but rather in 
painting graphic pictures of insurance in 
action. 


General Agent White 
Sees Big Possibilities 


H. C. White, general agent Connecti- 
cut Mutual, Detroit, who has paid for 
$1,500,000 in 1937, said 1937 presents a 
splendid opportunity for large produc- 
tion. Last week his agency brought in 
more than $100,000 premium. 

He advised prospecting two years in 
advance and said the agent should have 
six times as many prospects for any 
given period as he can see during that 
time. 

Grant Taggart, Cowley, Wyo., chair- 
man Million Dollar Round Table, closed 
the session with a forceful talk on “Vol- 
ume Through Many Applications.” He 
was introduced by Caleb Smith of Ann 
Arbor, a past chairman of the round 
table. From the service standpoint, he 
said, life insurance selling ranks with 
the ministry, and the business offers 
more opportunities for success than any 
other. 


Grant Taggart Finds 
Hard Work Only Solution 


“There is only one way to succeed in 
this business, and that is to work hard 
and long at it. The best in a man never 
comes out except when he meets adver- 
sity. Frequency of writing applications 
is all-important. The best possible tonic 
for discouragement is to go out and 
write another application. Those who 
concentrate on the large cases will go 
all right for a while, but it is not a per- 
manent type of business. The best busi- 
ness is that of writing a large number 
of medium or small cases. This way 
you will not only be building your ca- 
reer on a solid foundation but you will 
be performing a much greater service to 
humanity. 

“Make thoroughness a hobby, and 
don’t rewrite policies. If you refuse to 
rewrite policies your policyholders will 
have more confidence in your judgment 
and in your interest in their ultimate 
welfare, and you will be much better 
off in the end and so will your policy- 
holders.” 


Dinner Conference Held 
by Underwriters Council 


A dinner conference of officers, direc- 
tors and members Life Underwriters 
Council opened the convention. Presi- 
dent Florer presided and standing com- 
mittees reported. A breakfast meeting 
was held the second day. Vice-president 
J. D. Goldsmith presided. There was an 
informal round-table discussion of cur- 
rent problems. Professional standing of 
agents was discussed under leadership 
of H. L. Harvey, Kalamazoo. Joseph 
Macken, Mutual Life, Detroit, said com- 
panies, managers and associations could 
help to keep the right caliber of men 
in the business, eliminating part-timers 
and those of doubtful character. W. C. 
Evans, Ohio National, Lansing, urged 








@ ALES IDEA 


OF THE WEEK 





Trimming the Wick 


In talking with Indianapolis agents of 
the Massachusetts Mutual, Vice-Presi- 
dent J. C. Behan stressed the impor- 
tance of using good technique in selling, 
relating a few practices used by success- 
ful salesmen. “You asked me,” said Mr. 
Behan, “to talk on ‘Oil for Dim Lamps.’ 
When an agent’s sales lamp grows dim, 
it’s time for the wick to be trimmed. 
It’s time to brush up on your technique. 
Take yourself to a mirror. Make an 
inventory of your weak points. Bolster 
them up. You would not start with 
your family on a motor trip at night 
with your headlamps not burning. But 
you do the same kind of thing when 
you go into the sales field without plans, 
without prospects, or without sales 


technique.” 
* * x* 


Policyholders Inquiries 


When any policyholder writes to his 
company or general agency office seek- 
ing any change in his contract or mak- 
ing an inquiry about some feature, it 
certainly should be the practice for 
someone connected with the company 
to get in touch with him immediately. 
The other day an agent in dis- 
cussing this subject with THe NATIONAL 
UNDERWRITER stated that a short time 
ago he offered to service and program 
the insurance of a friend. It was neces- 
sary to make changes in five different 
companies in addition to his own. This 
agent agreed to write the letters and 
get everything in shape for his friend. 
He was astounded to see that only one 
company sent an agent to ascertain 
what was in the assured’s mind and to 
see what could be done. It is inquiries 
of this kind that may lead to further 
business. Opportunities of this kind 
should not be overlooked. 











the training of recruits along profes- 
sional lines and Sam Goldfarb urged 
more rigid restrictions on admittance to 
associations as a step in the right di- 
rection. 

The consensus was that eliminating 
part-timers in urban districts and tech- 
nical examination would help. It was 
agreed the association should require 
examination for admission. 


Commissioner Gauss in 
Talk on Department Work 


C. F. Yates, New York Life, general 
convention chairman, was toastmaster 
at the dinner introducing prominent in- 
surance men and A. G. Ruthven, presi- 
dent, and F. H. Yost, athletic director, 
U. of M., who spoke briefly. C. A. Ma- 
cauley, chairman Life Underwriters 
Council, introduced Commissioner 
Gauss, who talked briefly on work of 
the department and the status of life in- 
surance in Michigan. 

Hundreds of policyholders gathered 
in the evening with the agents to hear 
Albert W. Atwood, financial writer 
“Saturday Evening Post,” who talked 
on “Individual Responsibility and Na- 
tional Security.” He pointed out the 
place life insurance holds in national 
security. 





Pave the Way—aAn accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample 10c. 
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ASSETS OF LEADING COMPANIES ARE ANALYZED IN UNIQUE 


(CONTINUED FROM PAGE 4) 


MANUAL DIGES} 








rather sharp in- 
crease in the amount 
of governments held. 
Municipals, includ- 
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ing state and county 
bonds, vary still 
more widely, rang- 
ing from 1 percent 
to 48 per cent, the 
average being 7.2 
percent. 


Railroad4, Utilities 


The two other im- 
portant bond classi- 
fications, railroads 
and public utilities, 
are held in amounts 
of from zero to 24 
percent, the average 
as of Jan. 1 being 
11.43 percent and 
10.04 percent respec- 
tively—the latter in- 
creasing from 8.95 
percent the year be- 
fore. Averages in 
other groups as of 
the first of this year 
are as follows: farm 
mortgages, 3.65 per- 
cent (previous year 
4.51 percent); city 
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cent (previous year 
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8.17 percent) ; stocks, 
3.10 per cent (previous year 3.56 per 
cent), and “all other,” 4.64 percent as 
seasnenee with 5.11 percent the year be- 
ore. 

Copies of this analysis of assets, to- 
gether with several other interesting ta- 


bles on the same companies are avail- 
able from THE NATIONAL UNDERWRITER’S 
statistical division in Cincinnati. The 
other tables cover: (1) Financial and 
operating figures for 1936 and 1935; (2) 
insurance record, 1936 and 1935; (3) 


significant ratios of business costs and 
rates of interest earned in 1936 and 
1935; (4) settlement options tables and 
social security information. 

All this is published in a little pocket 
folder called the “Life Agent’s Com- 


panion” selling at $1.00 singly and com 
siderably less in quantities. Address 
The National Underwriter Company, 
420 East Fourth street, Cincinnati, 0, 
for copies or information on these pub 
lications. 4 








Big Attendance at 
New York Con¢égress 


(CONTINUED FROM PAGE 5) 


than in any other business open to them. 
Her subject was “Building Prestige.” 
She said prestige can be built up slowly 
but before it can be made permanent 
the agent must first give something of 
himself to the good of humanity. 

The fear of inflation in the mind of 
prospects was the subject of the next 
address by L. G. Simon, Equitable of 
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New York, New York City. The men- 
tal attitude of people toward inflation 
should be quieted, he said. There are 
definite causes which brought drastic in- 
flation in other countries, but in the 
United States these elements are not 
present. 

Inflation in Germany and France was 
due to pressure of heavy external and 
internal debts, but the United States 
owes no one but is owed by virtually 
every other nation. In Germany and 
France, the base of credit was exhausted 
and internal prosperity broke down. But 
in this country is the world’s largest 
gold reserve and the second largest 
store of natural resources. These fac- 
tors unite to prevent the possibility of 
a drastic inflation in this country, he 
said. 

“Therefore, if we can clear the mind 
of the prospect on what inflation is, 
what causes it—then I believe we can 
show him there is little danger of money 
inflation here and make him a better 
prospect.” 

Fear is one of the greatest enemies 
of agents, A. E. N. Gray, assistant sec- 
retary Prudential, declared. “When a 
salesman refuses to build up a prospect 
list, work up a sales interview or de- 
velop a good close, it is because he is 
afraid to use it—afraid it will be un- 
successful, 


Sales Clinic Is Held 


“The conquering of this fear must be 
the first job of a good salesman. And 
fear can be conquered only by cour- 
age.” 

Following luncheon G. H. Harris, 
public relations director Sun Life of 
Canada, spoke on “International Serv- 
ices of Life Insurance.” 

A sales clinic followed, conducted by 
Clay W. Hamlin, Buffalo. Others who 
took part in the clinic included L. C. 
Roth, Buffalo; G. A. Kederich, New 
York; H. W. Hays, Rochester; V. B. 
Coffin, and Mr. ‘Connell. 

Mr. Roth discussed prospect control, 
saying it becomes daily more apparent 





that it is necessary for agents to use 
some mechanical means for mainte- 
nance of steady production. He uses 
the prospect inventory, a simple form 
on which he enters the names only of 
persons interviewed and who are good 
prospects. He said to write $500,000 
annually the agent should have at least 
$250,000 estimated business on 20 good 
prospects on the list at all times. 

More emphasis should be given to a 
balanced inventory covering, rather than 
volume alone, three items—volume, lives 
and earned commissions, he said. As- 
suming $500,000 annual production and 
desired first year commission of $7,000, 
each month’s inventory should look for- 
ward to $45,000 paid-for business and 
$600 earned commissions on not less 
than five lives. 


Magic Formula Is Work 


There is no magic in the’ business, Mr. 
Hays said. Work is the main ingre- 
dient. The agent who exposes himself 
to business will get some. ‘Mr. Hays 
always has more prospects to see than 
it is physically possible for him to con- 
tact. This is his “reservoir,” he said, 
just like the city water supply. 

“By having a reservoir full of pros- 
pects when I hit a dry spot,” he said, “I 
just expose myself to more business 
and the law of averages takes care of 
me. If you want to determine whether 
or not it really works, just interview ten 
good prospects next Monday and see 
what happens.” 


Headliners Take Part in 
Davenport Sales Congress 
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vestment angle secondary. Don’t for- 
get, like the public does, to keep boost- 
ing life insurance. Get excited about it. 
It’s an interesting game.” 

Other statistics were given by Mr. 
Hill in his talk on “Basic Facts.” He 
pointed out that two-thirds of business 





is written on new prospects; that 792. 
percent is closed in the first three inter- 
views, that 29 percent is closed the 
month before the age changes, that 55 — 
percent this year was on acquaintances 
unknown five years ago. 

Mr. Hill said three-quarters of the 
agents write only one-quarter of the’ 
business. The successful agents use a- 
definite plan, and this should be sig- 7 
nificant to the less successful agents. — 

“The tragedy of these ‘three-quarters 7 
is that if you multiply their records im 
their three best months by four, you- 
woud have an acceptable total,” he said. 
“Unfortunately these men are not coms | 
sistent.” 

The speaker pointed out that new 
plans are fine but the fundamental] 
facts do not change. He urged agents | 
to make a business out of their profes- 7 
sion. 


Nebraska Department Fund 


LINCOLN, NEB., May 13.—The leg" 
islature has appropriated $100,000 for | 
the insurance department for the bien- | 
nium beginning July 1. This includes q 
$10,000 for the bureau of securities, 0 
which Director Smrha is titular head. It” 
does not include the $6,400 salary of the | 
director, which is payable out of gem 
eral property taxes, but includes $40,000" 
for salaries and expenses of examinefs; = 
actuaries and accountants, to be paid out” 
of examination fees collected from com = 
panies, against $25,000 two years a8% © 
and $60,000 for salaries and expenses ! 
the insurance department and bureau 
securities, field investigations and eX” 
penses and litigation. A request for” 
$5,000 for expenses of litigation was dis-~ 
allowed. 4 

For the fiscal year ending June 30,” 
1936, the department collected $71,025 
in fees, $18,975 for examinations ang = 
$5,766 for the bureau of security fees” 
Taxes collected totaled $562,728. The 
legislators took the position that the © 
taxes collected cut no figure in appro 
priations, as the department is merely @ 
convenient collecting agency. 





